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Iowa Commissioner Replies to Chrysler Brief 


<o™ 
i \ letter and brief, submitted by the law firm of 
Cabell, Ignatius & Lown, N. Y., to W. R. 
C. Kendrick, Commissioner of Insurance of 

Iowa, relating to the insurance plan evolved 
by the Chrysler Motor Corporation, of De- 
troit, the attitude of the Iowa Department of 
Insurance toward the proposition is clearly set forth. Under 
date of July 30 Mr. Kendrick submitted the following reply 
to attorneys for the Palmetto Fire Insurance Company, and 
the Chrysler concern: 

Receipt is acknowledged of your letter of the 2Ist instant, together 
with copy of your brief on the law and facts relative to the plan of 
the Chrysler Motor Corporation of Detroit to furnish fire and theft 
coverage on each automobile sold throughout the United States. 

I also observe your request for a formal hearing upon behalf of the 
Palmetto Fire Insurance Company of Sumter, S. C., and the Chrysler 
Sales Corporation of Detroit, Mich., (an adjunct of the Chrysler Motor 
Corporation), in the event the insurance department of Iowa is in- 
clined to disapprove said plan. 

Permit me to respectfully inform you that this department can not 
approve your plan, but will exercise every legitimate influence at its 
command to prevent its operation in the State of Iowa. 

Personally, 1 believe it is vicious and inimical to the best interests 
of the insurance business. 


aang ES MOINES, IOWA, Aug. 3.—In reply to a 





If said scheme is permitted to operate, and 
it proves profitable, then there is every reason to believe that similar 
schemes will be adopted by innumerable industries throughout the 
country, eventually resulting in either the destruction of the important 
institution of insurance or its serious impairment. 

Insurance is a complicated business, bristling with technical features, 
and demands the services of men possessed of special skill and experi- 
ence. It is of a quasi-public character and requires public supervision, 
which latter feature would not only be impracticable as applied to all 
Private commercial and industrial enterprises, but an attempt to so 


| apply it would meet with the most vehement opposition. Not only this, 


but the insurance business is too vital a factor in the industrial, eco- 
nomical and domestic life of America to permit its existence, or even 
ts welfare, to he jeopardized, 


To approve such a plan as proposed by the Chrysler Motor Corpora- 
tion would strike at the very foundation of the institution of insurance, 
namely, the agency system, without which insurance companies could 
not successfully function. 

In my opinion, your scheme is open to not only all the objections 
described above, but it also contravenes public policy, in that it de- 
prives the purchaser of a Chrysler automobile of the privilege of buying 
his insurance wherever he pleases, and forces him to accept the fire and 
theft coverage you have to offer. 

It is contrary to public policy, further, in that it contemplates the 
issuance of insurance contracts in States similar to Iowa through un- 
licensed agents; and it is also against public policy for the reason that 
the Palmetto Fire Insurance Company is not authorized to transact 
business in Iowa, and, therefore, permits the issuance of insurance con- 
tracts to the citizens of this State which can not be sued upon in our 
courts in the event of loss and denial of liability by the company. The 
statutes of Iowa expressely deny to the holder of an insurance contract 
issued in this State by an unauthorized company the right to sue thereon 
in our courts. 

I have examined your brief with unusual care, but I must confess 
that it is not at all persuasive. The authority upon which you princi- 
pally rely, to wit, Allgeyer vs. Louisiana, 165 U. S.. 578, is not at all 
in point. The facts in the Allgeyer case are not germane to the facts 
in the Chrysler plan. In the Allgeyer case a citizen of the State of 
Louisiana made a contract directly with an insurance company in the 
State of New York for an open policy of marine insurance, by the 
terms of which the insured was bound to notify the company by mail 
or wire or shipments of cotton from time to time and covered by the 
policy. The court held that, since the open policy was made directly 
between the company in New York and the insured in Louisiana and 
without the intervention of any third agency whatsoever, the mere fact 
that the insured mailed notifications from time to time of the ship- 
ments covered by the policy (the company not being admitted to Louisi- 
ana and having no agents therein) did not constitute the transaction a 
a Louisiana contract. 


Louisiana transaction nor the contract 


3ut in the Chrysler plan the blanket policy of insurance is not exe- 

cuted directly between the Palmetto Insurance Company and the pur- 

chases of a Chrysler automobile, but it is issued directly to the Chrysler 

Sales Corporation of Detroit, Mich., and the individual purchasers of 
(Continued on page 17) 
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DECISION UPHOLDS INCOME POLICY 


Tennessee Court Refuses to Order Funds Handed Over to Trust 
Company " 


HE decision presented below was handed down early 

this year by Chancellor John R. Aust in the Chancery 

Court at Nashville, Tennessee, in the case of Minnie 

B. Cronbach vs. Nanette Cronbach, et al. The case is being 
appealed but because of the wide interest in income insurance, 
the original decision is given in full. This is the first known 
case in which an effort has been made to break the provisions 
of a monthly income policy. The chancellor bases his conclu- 
sions upon the point that the insured evidently wished not only 
to set up a trust but to insure its preservation, an argument for 
income insurance which has been ably developed by William 
T. Nash in his article, “Insuring Your Insurance,” published in 
THE SPECTATOR and later issued in leaflet form. The decision is: 

Joseph Cronbach, the husband of Minnie P. Cronbach and father of 
Nanette Cronbach, died at Nashville, Tenn., on February 27th, 1924. In 
his lifetime he procured the Aetna Life Insurance Co. to issue eight 
policies insuring his life, each being for the sum of $5,c00.00, all of 
which were in force at the time of his death. 

Under a reserved right to change the beneficiary, said Joseph Cron- 
bach, on January 28th, 1924, just one month before he died, procured 
the insurance company to change the beneficiary clause of said policies so 
as to make them read thus: 

“Subject to any assignment hereof, the net sum payable by the Com- 
pany under this policy by reason of the death of the insured is hereby 
made payable as follows: 

“Tf Minnie B. Cronbach, wife of the insured, or Nanette, daughter of 
the insured, survives the insured, the net sum shall be retained by the 
Company in accordance with the first mode under ‘Modes of Paying the 
Insurance,’ as hereinafter modified, interest to be payable monthly at 
the rate of thirty one-hundredths of one per cent (30-100ths of 1 per 
cent) per month, the first interest payment to be made upon receipt of 
due proof of the death of the insured and subsequent interest payments 
on the same day of each succeeding month thereafter, without right of 
withdrawal of any part of the principal sum by said wife or said daughter 
during their lives until expiration of a period of twenty (20) years from 
the date of receipt by the company of satisfactory proof of death of 
the insured. Thereafter it shall be optional with said wife, if living, 
otherwise with said daughter, to continue to receive interest under the 
first mode without right of withdrawals of any part of the principal 
sum, or elect payment of the principal sum, less unearned interest, if 
any, in instalments payable during twenty (20) years in accordance with 
the second mode under ‘Modes of Paying the Insurance’ as hereinafter 
modified, without right of commutation of instalment payment by said 
wife or said daughter. 

Each interest payment under the first mode and each instalment 
under the second mode, as hereinbefore provided shall be payable as it 
becomes due to said wife, if living, otherwise, to said daughter, if 
living. 

Upon the death of the last survivor of the insured, his said wife and 
said daughter, the net sum, the principal sum less unearned interest, if 
any, or the commuted value of any unpaid instalments, as the case may 
be, shall be payable to the children of said daughter, who are then 
living, equally; if no child of said daughter is then living, one-half of 
such amount shall be payable to the children of Emil G. Cronbach, 
brother of the insured, who are then living, equally; the remainder 
(14) of the estate amount if no child of said Emil G. Cronbach is then 
living, shall be payable to the children of David L. Pincus, brother-in- 
law of the insured, who are then living, equally; if no child of said 
David L. Pincus is then living, the entire amount to the children of Emil 


G. Cronbach, who are then living, equally; if none of said beneficiaries 
is then living, to the executors, administrators, or assigns of the lay 
survivor of the insured, his said wife and said daughter.” 

Nanette, the daughter and only child of said insured, and all the chi. 
dren of Emil G. Cronbach and David L. Pincus, are made defendants 
and all being minors of. tender years, have answered through their 
guardians ad litem. The Aetna Life Insurance Company is also a ¢. 
fendant and has filed its answer. 

The prayer of the bill is that the last verbal wish and will of Joseph 
Cronbach, in respect of changing the beneficiary clause, expressed by hin 
on February 18th, 1924, be given effect so as to make his wife the sole 
beneficiary of said policies and permit her to receive payment ina lump 
sum. 

Or, if this cannot be done, a decree be granted permitting the defendant 
company to pay the principal sum of $40,000.00 into the registry of the 
court or to some bank and trust company to be selected, so that a 
greater sum by way of interest may be realized. 

And that a trustee residing in San Antonio, Texas, be appointed to 
take charge of said principal sum and execute said trust, under proper 
safeguards, San Antonio, being the residence of Mrs. Cronbach’s brother, 
David L. Pincus, and also the place where she and her daughter wil 
make their home. 

And that the beneficiary clause, heretofore quoted in full, be con 
strued and the rights of parties thereunder be declared. 

The Insurance Company, in its answer, avers it is willing, ready and 
able to perform all’ the conditions of the trusts growing out of the in- 
surance contract, and denies there was any change of the beneficiary 
clause and mode of payment effected by the verbal directions of the 
said Joseph Cronbach on February 18th, 1924, and denies that the court 
can denude it of it its trust and relieve it from liability by directing 
the funds to be paid into court or to some other trustee appointed by 
the Court. 

It clearly appears from the proof that on the evening of February 
18th, 1924, the insured was suddenly stricken with a serious illness 
and about 9 o'clock p. m. was advised it was necessary to immediately 
remove him from his home to a hospital so that surgery might be re 
sorted to in an effort to save his life. Insured then stated he wished 
to discuss some business affairs with his wife, and in this conversation 
he informed her, for the first time, the manner in which the policies 
here involved were payable, and asked her what she thought about tt 
She replied that inasmuch as he had suffered financial reverses she fet 
the income from these policies would not be sufficient to support he 
and the daughter and give the latter proper educational advantages 
In response to his inquiry, she suggested he make all these policies 
payable to her without condition—(as was the case with some othe 
policies not here involved) ,—and stated that he could trust her to 
for the best interest of the child. Insured, entertaining a strong af 
fection for his wife, readily agreed and instructed her to get a cettall 
box containing the policies and said he would at once change them # 
she had suggested. His wife found the box and had taken, or Wé 
proceeding to take, the policies therefrom when insured suffered : 
paroxysm of great pain. A friend and business associate observié 
the suffering but not aware of insured’s serious condition, sugges 
the matter of changing the policies be postponed until after the ope 
tion. Acting upon this suggestion and because of the intense pain, th 
nostponement was made. The insured was removed that night to the 
hospital but never recovered from the operation so that he could tras 
act business of any kind. 

At the time of the conversation just related he was in full possess 
of his mental faculties and his purpose was to make the policies payabl 


(Continued on page 11) 
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SOME TRIFLING ERRORS 

AST week THE SPECTATOR contained 

a most interesting résumé of the 
findings of the special comraittee of the 
American Federation of Labor, which in- 
vestigated the life insurance business 
prior to the decision to establish the 
Union Labor Life Insurance Company. 
Looking down the summary of these 
findings we find an odd assortment of 
conservative and fairly accurate conclu- 
sions along with others with which THE 
SPECTATOR must take issue. In the first 
place the committee finds the life insur- 
ance business to be the most profitable 
known, by what reasoning we know not. 
In organizing a new company, it is al- 
ways several years before a dividend 
paying basis is reached, as all available 
funds are needed to maintain a respectable 
surplus. Many businesses contain much 
lager and more immediate profits for 
the investor. 

The committee finds, furthermore, that 
the life insurance business is controlled 
by a few. To the contrary we cannot 
conceive of a business more widely con- 
trolled, for in addition to the long lists 
of stockholders of the stock companies, 
there can be counted millions, literally, 
of policyholders in the mutuals to whom 
the officers of those companies are re- 
sponsible. 

The committeemen find the business to 
be simple, there being nothing to it but 
the sale of policy contracts and the wise 
Investments of the accumulating assets. 


the best minds and the cleverest sales- 
men. But pass that over. The safe in- 
vestment of assets—is that simple? Upon 
these investments rest the happiness—the 
very life of thousands upon thousands of 
beneficiaries, largely women and children. 
The committee will discover in due course 
that it is not simple and that one false 
step will cause them many a sleepless 
night. 

But most important of all the findings 
is one in which life insurance is found 
to be conducted upon an extravagant 
basis, this conclusion being reached from 
the fact that the life insurance compa- 
nies operating in New York State last 
year paid in expenses $60,000,000 more 
than was paid in death claims. This con- 
clusion must, at first glance, shock any 
life insurance official, until he realizes 
that, in their ignorance, the committee 
men entirely left out of consideration pay- 
ments on matured endowments, disa- 
bility and accidental death benefits and 
annuities, to say nothing of payments on 
surrendered policies and as dividends to 
policyholders. With these trifles added, 
we find that the total payments to policy- 
holders exceeded the expense by nearly 
$600,000,000, thus putting an entirely 
different front on the matter. The Union 
officials made a slight error of some $540,- 
000,000. 

It is one of the noteworthy facts about 
the life insurance business that the ex- 
pense has been held down so that life 
insurance costs no more today than in 
1914, a fact which is probably true of 
only an exceedingly limited number of 
commodities and in which life insurance 
officials and agents alike rightly take the 
greatest pride. A life insurance agent 
gets the same commission today as he 
did before the War, and has had to meet 
the rising cost of living by increasing his 
sales or retiring from the business. This 
unfounded charge of extravagance will 
meet with a storm of protest from the 
men who have been forced to work night 
and day to meet a rising living cost so 
that the cost of life insurance might be 
maintained at a pre-war level. 

The life insurance business, far from 
being extravagant, is quite the reverse. 
The committee which makes these wild 
charges of extravagance and wasteful ex- 
penditure of policyholders’ funds should 
study actual conditions so as to be able 


The sale of policies is a task requiring to render accurate reports. 
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COMBINED SURRENDER AND LAPSE 
TERMINATIONS 

TABLE in this issue of THE 

SPECTATOR shows the combined 
surrender and lapse terminations for 
the twenty-nine life insurance companies. 
It is a combination of the data presented 
in two tables previously published which 
give separately the terminations by sur- 
render and lapse of these same companies. 
The table indicates an increased lapse 
ratio for the companies under study, of 
.28 per cent over 1923, the ratio for 
1924 being 5.24 and that for 1923 being 
4.96. In the entire twenty years this 
ratio has been surpassed by but nine 
other years. In the total ratios for the 
twenty-year period, an improvement is 
noted for the years 1905 to 1924, inclu- 
sive, compared with 1904 to 1923, inclu- 
sive. The ratio for the five-year period 
from 1920 to 1924, inclusive, is higher 
than either of the periods, 1910 to 1914, 
or 1915 to 1919, inclusive. This may be 
accounted for by the fact that, while 
improved conservation methods are now 
in vogue, the ratio of increase in insur- 
ance in force is not as great as in the 
period of 1915 to 1919. Furthermore, 
the monetary income of the masses is 
not as much as it was five years back 
and large numbers of policies are neces- 
sarily terminated by men whose earning 
power is not as great as during the war 
and immediate post-war period. That the 
condition was aj most general one is 
borne out by the fact that but five of the 
twenty-nine companies decreased their 
combined ratio in 1924; whereas, in 1923, 
twenty-four of the twenty-nine compa- 
nies lowered this termination ratio from 
1922. 

The table shows the results of the 
companies, vear by year, over a period of 
twenty years, as well as averages for 
the four five-year periods and for the 
entire twenty years. 

The table considers only the ordinary 
business of the companies. The three 
companies which transact industrial as 
well as ordinary business include with 
their ordinary policies their intermediate 
business. These policies, being for 
smaller amounts, experience a much 
higher lapse rate than regular ordinary 
policies; further, the number of poli- 
cies involved being much greater, has the 
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WEIGHING THE PROFITS 


In the language of commissions, the Scales tell the story of the multiple advantages of 
representing a multiple line Company. 


Success speaks in several languages but the mother tongue speaks more accurately in 
terms of profit to the salesman. 


ACCIDENT AND HEALTH insurance is protection at the source—cementing the 


foundation of every insurance program, the individual income. 


LIFE INSURANCE carries on—protecting insurance needs, and completing the 


program. 


MULTIPLE LINES ARE MUTUAL BUILDERS. 
OF THE SALESMAN’S PROFITS 


WEIGHING THE PROFITS IS 
THE FINAL TEST 


NEDICM 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 


LIFE # ACCIDENT # HEALTH # GROUP 
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HARRY L. SEAY BEING HONORED 


Agents of Southland Life Celebrating His 
Tenth Anniversary As President 


Agents of the Southland Life Insurance 
Company are conducting a special drive for 
policyholders, honoring President Harry L. 
Seay, who is celebrating the tenth anniversary 
of his election as president of the company. 

Mr. Seay first began his connection with life 
insurance when he specialized in the practice 
of insurance law in Dallas. In a short time he 
was named counsel for a number of Eastern 
as well as Texas companies in Texas and, 
shortly after retiring as a member of the city 
commission in Dallas, became financially in- 
terested in the Southland. 

He was persuaded to accept the post of gen- 
eral counsel for the Dallas company and later 





Harry L. Seay 


was named vice-president and treasurer, suc- 
ceeding to the presidency August 1, 1915, upon 
the resignation of James A. Stephenson. 

Since becoming president of the Southland 
Mr. Seay has seen it grow from a company 
with $25,000,000 in force to its present posi- 
tion nearing the $100,000,0co mark. It also has 
ben during his régime that the present home 
of the company, a ten-story building, was built. 

In 1917 Mr. Seay was named president of 
the American Life Convention, later being 
selected by Secretary McAdoo to aid in the 
Work of persuading insurance companies to in- 
Vest large sums in Liberty bonds. 

His unusually high ideals and beliefs in in- 
surance have made him a striking figure and 
he has worked tirelessly not only for the ad- 
vancentent of the interests of his own company 
but lor the advancement of the cause of the 
gene life insurance field as well. 

‘That company,” he said recently, “will best 

‘ucceed whose organization has fully realized 
that he who best serves the insured best 
“tves himself and his company. The mission 
“ta life company is to insure lives and unsel- 


- service should be the aim of all who enter 
this fielc ” 
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Dunne Reports President Duffin 
Scores Victory, Retaining Man- 
agement of Company 


INTER=SOUTHERN 








DIRECTORS HITCHCOCK AND 


RAMEY RESIGN 





Thousands of Shares in Stock Pool— 
Stanley Reed Sells Stock 
By JAMES E. DUNNE 

LovuIsvILLE, Ky., July 30.—Complete victory 
has been scored by James R. Duffin, president 
of the Inter-Southern Life of Louisville, and 
its largest stockholder, against his opponents, 
who were bent on ousting him from the com- 
pany he had developed from infancy, and who 
had guided it through the trouble attending the 
building of a new insurance company, until it 
had reached more than one hundred million of 
insurance and assets of nearly twelve millions 

Consulted some years ago as a lawyer, with 
regard to putting the Inter-Southern, then the 
Business Mens Life, into receivership, Mr. 
Duffin reassured its founders by placing in it 
over fifty thousand dollars, and devoting his 
time and resources to its development, until it 
has become a success and a large financial fac- 
tor in the Central West and South. He was 
vindicated first in the State Court of Appeals 
against the disbarment proceedings instituted 
against him before the bar, and later by the 
Federal court in ousting so-called directors 
elected by other directors while he was fight- 
ing his and without their consulting 
stockholders. 

The stockholders themselves took a hand by 
accepting an invitation from five of Kentucky’s 
leading business men to pool control of the 
company’s stock for five years and prevented 
the attempt of these directors, who had less 
than one hundred dollars each invested in the 
company, from grabbing control. This insures 
the continuation of Mr. Duffin’s management, 
and approves his work. He has given un- 
sparingly of both his time and personal fortune 
to place the Inter-Southern among the best of 
insurance companies, and the pooling of thou- 
sands of shares of stock is assurance of the 
high regard in which he is held by stockhold- 
ers, and is a splendid indorsement of his work. 
After being upheld by the Federal court, no 
further move was made by the so-called direct- 
ors. Fighting against such overwhelming odds, 
and betrayal by men in his organization that 
he had developed and counted loyal, caused a 
decided Duffin sentiment in Kentucky. His 
chances for success were discounted even by 
well-wishers, and his ultimate defeat of his 
opponents makes the victory all the more in- 
teresting. Heretofore it has been business sui- 
cide to hold a difference of opinion with this 
particular group that was ousted, and many 
who knew little of Duffin are outspoken in 
their admiration for his successful fight. Stab- 


case, 


ilized as it is now, efforts are being made to 
re-establish faith in the company and overcome 
the notoriety given it. 
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Quickly on the heels of the Federal court 
decision Stanley Reed, secretary, who actively 
developed anti-Duffin sentiment among agents 
and directors, sold much of his stock and that 
of his associates to the Duffin faction. Simi- 
lar attempts were made by others, before the 
Duffin crowd quit buying at the high price for 
the stock of two times its par value. Inci- 
dentally, at one time, when Mr. Duffin took 
hold of the company, its stock sold for twenty 
cents on the dollar, while it is now on a divi- 
dend paying basis and selling for ten times that 
amount. 

C. I. Hitchcock, editor of the Insurance 
Field, resigned from the directorate, before 
leaving this week for California, as did also 
James F. Ramey, former Commissioner of 
Kentucky. Both of these men participated 
actively in the fight to unseat Mr. Duffin. To 
other directors who opposed him, Mr. Duffin 
has delivered the ultimatum to either line up 
now in the company’s interest or get off the 
board. 

A gigantic conspiracy, much more far-reach- 
ing in financiai circles of Louisville than gen- 
erally known, caused a handful of men of 
practically no stock interest to attempt to dis- 
credit Mr. Duffin’s management and wrest 
control from him. He has checkmated every 
effort to do so, and the conclusion of people 
in this section is that Mr. Duffin has proved 
himself one of its most resourceful business 
men and well qualified for his post. In his 
fight, Mr. Duffin had hundreds of letters from 
other company executives and life insurance 
men offering assistance. 





The capital of the Inter-Southern Life, 
December 31, 1924, was $674,956, and the par 
value of shares is understood to be one dol- 
lar each. As of December 31, 1924, the com- 
pany reported assets of $11,521,570, with un- 
assigned funds, beyond liabilities and capital, 
of $221,246. Its premium income last year was 
$2,945,850, and its payments to policyholders 
aggregated $1,195,241. 


PRESIDENT DuFFIN’s STATEMENT 

Following receipt of the telegram of Mr. 
Dunne, THe Spectator wired President Duf- 
fin as follows: 

Tue Spectator has received telegram of 
about five hundred words from James FE. Dunne 
stating that complete victory has _ been 
achieved by you in controversy. Have you 
succeeded in pooling majority control of stock? 
We request that you kindly confirm state- 
ments in telegram received from Dunne. 
Kindly wire reply. 

In reply to the above telegram, Mr. Duffin 
wired as follows: 

IT am not conversant with the statement of 
Mr. Dunne but it is true that we are backed 
by practically a unanimous board and we have 
easy control of the stock which the stockhold- 
ers voluntarily pooled as a result of our letter. 


[From Our Louisville Correspondent] 
LovutsvittE, Ky., Atigust 3.—The official 
family of the Inter-Southern Life Insurance 
Company, which only recently suffered the loss 
of eight of its members through a ruling 
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But 


Civilization Follows The Flag 


The Flag Follows The Missionary 


In the same degree that 
the missionary preaches 
righteousness (right living) 


The 
Life Insurance Agent Is 
also a Missionary Preaching 
Salvation from Ignorance 
and Shortsightedness. 











Th 


INTER-SOUTHERN LIFE 


LOUISVILLE, KENTUCKY 











‘Righteousness Exalteth a Nation’’ 


Likewise 


Life Insurance Enriches a Nation 


The 
INTER - SOUTHERN 
LIFE INSURANCE COMPANY 


Louisville, Kentucky. 


Equips its missionaries (agents) with policy contracts 
designed to meet the need of every eligible individual 
and also the need of every individual group on the 
basis of Stewardship (Service). 


INSURANCE COMPANY 


—Is A Good Company— 


Clean—S trong—Progressive 


If you are a clean, strong, progressive agent we may have a place for you. 
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Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





Frederic H. Rhodes, President | 





This Company has always pursued those policies 
in the conduct of its business that have given it 
a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to 
its policyholders. 


Has always extended reasonable assistance and en- 
couragement to its representatives to develop 
and hold their business. 


Its policy contracts give to each individual insurer 
full protection, safeguarding, at the same time, 
the interest of all its policyholders. 


ROBERT H. DAVENPORT 
Secretary 


JOHN BARKER 
Vice-President 














Valuable Information Free 


Upon request The Spectator Com- 
pany will send free of charge to any 
life company or agent in the United 
States or Canada a copy of The Busi- 
ness Builders Service. This document 
will prove a big money maker for the 
agent who will adopt and follow out 
the plan outlined therein. / 


Fill out the coupon below and / 
mail today. / 


THE 
ff SPECTATOR 
135 William St, 
New York 
THE SPECTATOR VS Gentlemen: 
Please send me, free 
COMPANY / ot chames, poe of The 
135 Willi Street i Business Builder Service. 
llilam r 
NEW YORK Pd Namie 6o.eenarctiies sees 
Ve AGOGPORS cc i5scisc ewe p ee conn 
nenes ee Name of Company represented. 


CHICAGO 
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handed down by the Federal Court in an in- 
junction suit brought by a minority  stock- 
holder, was further depleted last week when 
Champion I. Hitchcock, president of the In- 
surance Field, and James F. Ramey, former 
State Insurance Commissioner, resigned as 
directors. 

Announcement of the resignations of the 
two directors came as a distinct surprise to 
stockholders of the corporation. During the 
previous week they had been advised by Presi- 
dent James R. Duffin through the local press 
that the board had recovered from the after 
effects of the court strife and peace and har- 
mony had been restored. 

Both Mr. Hitchcock and Mr. Ramey were 
known to be in sympathy with the rehabilita- 
tion plans of James R. Brown, banker and 
publisher, who was ousted as chairman of the 
board by the court’s decision and although their 
resignation gave President Duffin control of 
the board their departure from the official 
family is considered a loss to the company. 

Mr. Ramey is secretary and treasurer of the 
Fidelity Life and Accident Company. A na- 
tive of Kentucky, he has been in the mercan- 
tile, banking and insurance business 
1900. 

He was appointed Insurance Commissioner 
of Kentucky in 1920 and served in that capac- 
ity for two years. Soon after resigning that 
post he became affiliated with the Fidelity Life 
and Accident Company. His long insurance 
experience and the insight he obtained as com- 
missioner qualify him as one of the men whose 
opinion in insurance matters is of value. 

The examination of the books and records 
of the Inter-Southern, which is being con- 
ducted by Ernst & Ernst, a Cincinnati account- 
ing firm, is rapidly nearing completion. 


since 


Merchants Life Holds Annual Agency 
Convention 


The 1925 convention of the Merchantmen 
Club of the Merchants Life Insurance Com- 
pany of Des Moines will be held the first week 
in August at Troutdale-in-the-Pines, near 
Denver, Colo. President William A. Watts 
and other officials of the company will be in a 
party of eighty officers, agents and their wives 
atetnding the meeting, which will combine a 
minimum of business with a maximum of 
recreation. The inn is famous for its sports 
and is situated in one of the most attractive 
valleys in Colorado. It is one of the most 
popular resorts in the West. 


The officers of the Merchantman Club are: 
C. L. Fair of Michigan, president; Matthew 
Carmody of Iowa, vice-president, and Spencer 
Waldron of Illinois, secretary. The leaders in 
production during the past year were: J. E. 
Morrison, C. L. Fair and S. H. Cochran of 
Michigan; W. P. Daman of Texas; E. F. 
Brown of California, and L. R. Roberts of 
Iowa. Mr. Brown has the further distinction 
of more than meeting convention requirements 
within the short period of two months. An- 
other agent of the company who made a simi- 
lar outstanding record in this respect was H. 
N. Hansen of Illinois, who, in three and one- 
half months, wrote more than enough to qual- 
ify for himself and his wife. 

Besides President Watts and Mrs. Watts, 
Vice-President R. A. Norton and Mrs. Norton, 
Vice-President Harry A. Bryan and Mrs. 
Bryan, Assistant Treasurer T. A. Murphy and 
Mrs. Murphy, Medical Director Dr. Carl 
Stutsman and Mrs. Stutsman, Mr. and Mrs. A. 
S. Maddox, F. A. Ferguson and E. L. Balz 
of the home office will attend the convention. 





COMPANIES, FROM 1905 TO 1924, INCLUSIVE 
(Copyright, 1925 ,by The Spectator Company, New York). 


Combined Surrender and Lapse 
Terminations 


(Concluded from page 5) 

effect of increasing the lapse ratio for 
the entire group of companies. Group 
insurance is excluded from the records 
of those companies transacting this class 
of business. The normal lapse rate of 
life and endowments varying, companies 
specializing in either class have their rate 
affected thereby. Rapidly growing com- 
panies, because terminations by lapse 
arise principally from policies less than 
three years in force, are likely to show a 
high lapse rate. Some companies by 
granting extended insurance on surrend- 
ered policies classify results of writing off 
this insurance as termination by expiry. 
Some companies consider policies as ter- 
minated by surrender or lapse immedi- 
ately upon the expiration of the grace 
period, and if these policies are renewed 
they are classified as revived. Other com- 
panies do not classify policies as termi- 
nated by surrender if they are revived be- 
fore the end of the year. 

Companies which grant surrender val- 
ues at the end of the first year have a 
lower lapse rate than companies not 
granting such values till the end of the 
second and third years. 

Reliability of insurance statistics has 
become increasingly evident in the grow- 
ing demand for additional information. 


PER CENT OF MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER AND LAPSE FOR TWENTY-NINE LIFE INSURANCE 




























































































| 1905 | 1910 | 1915 | 1920 | 1905 

COMPANIES. 1905 | 1906 | 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 | 1920 | 1921 | 1922 | 1923 | 1925] to | to | to | to | to 
5 1909 | 1914 | 1919 | 1924 | 1924 

ualiia. 5... 4.45| 4.68) 3.62} 3.97] 3.51| 3.86] 3.92] 4.72) 4.69] 5.21] 5.44| 5.05] 4.58] 5.01) 4.22) 4.83] 6.71] 6.26) 5.54 6.65] 4.03) 4.48] 4.83] 8.63| 5.65 
Berkshire.............| 4-01] 4.91] 3.20) 3.38} 2.91) 2.68} 2.47] 2.73] 2.96] 3.49| 3.47/ 3.00} 2.60} 2.28) 2.04) 2.74) 3.70} 4.58) 3.36) 3.69) 3.48| 2.89] 1.65] 3.49] 3.13 
Connecticut General...| 4.51] 4.68} 4.03) 4.17] 4.02} 3.98} 4.18] 4.27) 4.41] 5.12) 5.41] 4.61] 4.16] 4.19] 4.14] 4.76] 6.53) 4.49) 6.89) 3.05) 4.29] 4.44) 3.45) 6.10) 5.19 
Connecticut Mutual...| 2.13] 1.91) 2.06] 2.45] 2.60] 3.02] 3.36] 4.38] 4.64) 4.65| 4.84! 4.20] 3.90] 3.85] 3.47] 4.20) 5.43) 5.12) 4.61) 4.82) 2.24) 4.02) 4.02] 4.85] 3.98 
Equitable, New York. .| 10.32] 10.42) 5.46) .48] 4.58) 4.53) 4.22] 4.50] 4.40) 4.79] 4.93] 4.30] 4.18] 3.91] 3.60] 4.60} 6.69) 6.92) 5.80} 5.83) 6.15) 4.49) 4.19) 5.94) 5.46 
Equitable, Des Moines.| 6.14) 5.75] 4.43! 4.55] 4.15] 4.16] 4.86] 5.28) 5.75| 6.01) 5.41) 5.51! 5.50| 5.29] 3.99] 4.63! 6.06) 6.76) 5.37) 5.43) 4.91] 5.33) 5.05) 5.75) 5.17 
Guardian, New York...| 5.90] 6.09} 6.41] 4.69] 4.38] 4.10] 4.53] 4.95] 5.07| 5.87| 5.69] 4.95) 5.40) 4.59] 4.56] 4.82) 6.64) 7.06) 5.87} 5.90) 5.48) 4.94) 5.03) 5.96) 5.38 
Home Life........... 8.24] 8.62] 7.50] 5.93] 5.55| 5.72) 5.91] 5.65] 5.59] 6.09] 6.34] 5.92] 5.19] 5.64 4.89] 5.86) 7.16) 5.79) 4.22) 4.27) 7.95) 5.48) 5.56) 5.42) 5.76 
John Hancock........ 8.69} 9.89] 8.74] 8.99] 7.15] 6.61] 6.24 6.03| 5.83} 6.10} 6.05) 5.14) 5.08| 4.77) 4.93] 5.32) 6.67| 5.77) 5.42) 6.19) 8.61) 6.14) 5.14) 5.93] 5.86 
Manhattan...........| 9-28] 10.67| 8.76] 5.55] 4.77] 4.35] 4.71] 4.90] 5.64] 6.60] 8.78] 7.24) 6.55] 4.88] 5.39) 5.08] 9.82) 9.45) 6.89} 8.35) 7.87) 5.20) 6.44) 7.22) 6.86 
Massachusetts Mutual. 4.74] 5.00} 3.97] 3.76] 3.77] 3.42! 3.44] 3.77] 3.72| 3.86] 3.99] 3.66] 3.42) 3.01] 2.41) 3.08] 3.91) 3.62) 3.51) 3.84) 4.23) 3.66) 3.31| 3.68] 3.67 
Metropolitan. ........ 17.22] 16.10] 14.12] 15.91] 12.64] 10.46] 10.41| 10.03| 10.00} 9.50] 9.08] 7.03} 5.85) 5.75} 6.29) 6.77| 10.50} 8.67| 6.36] 6.88] 14.98) 10.03] 2.92) 7.76) 8.53 
Michigan Mutual......| 10.54] 10.35] 10.07] 9.34] 6.94] 6.68] 7.38] 7.22| 7.50] 8.66] 9.56] 7.46] 7.41) 7.19] 4.71] 5.70} 8.74) 8.53) 3.88] 10.08) 9.48) 7.51) 7.16} 6.81) 7.82 
Mutual Benefit....... 5.02} 3.82] 3.46] 3.04] 2.54| 2.27] 2.70] 2.58] 2.40] 2.62] 2.62] 2.32] 2.01] 1.88] 1.49] 1.62} 2.12) 2.14) 2.00) 2.19} 3.50) 2.53) 2.05) 2.19) 2.33 
Mutual, New York....| 7-41] 8.38] 5.22] 4.25] 4.39] 4.98] 4.19| 4.51| 4.46] 4.86] 4.84! 4.34] 3.99] 3.61] 3.44] 4.39] 6.20) 5.07| 4.95] 5.61) 5.97) 4.46) 4.02) 5.17) 4.90 
National Life......... 7.08] 8.65] 7.06} 5.17) 4.33] 3.87] 3.85] 3.70] 3.54) 3.93| 4.31| 3.70} 3.10] 2.78] 2.31] 2.76| 4.38] 4.02) 3.65) 2.49) 6.33) 2.77) 3.22) 3.68) 4.08 
ew England......... 5.04] 4.89] 4.23] 4.03] 3.39] 3.10] 3.12] 2.85] 2.92] 3.03] 3.34) 2.98! 2.84] 2.86] 2.25) 2.66] 4.05) 3.28} 2.93] 3.40) 4.28) 3.04) 2.80 3.25 3.26 
New York............| 8-05] 10.45] 6.55] 5.40] 4.77] 4.22] 3.95] 4.19! 3.74] 3.99] 4.09] 3.81] 3.62) 3.78] 3.69] 4.04] 5.40) 4.93) 4.55) 4.78) 7.06) 4.01) 3.79 4.78 483 
Northwestern Mutual..| 4.08] 4.17| 3.79] 4.06] 3.78] 3.67| 3.87| 3.73| 3.41] 3.56] 3.64| 3.07| 2.45] 2.24) 1.75) 2.08) 2.99) 2.68) 2.46) 2.53) 3.97 3.64 3.59 2.56) 3.08 
Pacific Mutual........| 19.16] 10.77| 5.17| 5.28] 4.57] 4.50/ 4.05| 3.65) 4.02] 4.04] 4.31] 4.57] 3.99] 3.60] 2.91) 3.29) 5.56) 6.09) 5.13) 6.10! 8.26) 4.04) 3.82) 5. 
Penn Mutual.........] 7-59] 8.01) 7.09] 7.66! 4.37] 4.47| 4.19] 4.17] 4.091 4.22] 4.52] 3.52] 3.58] 2.98] 2.37] 2.93] 3.82] 3.80} 4.01) 3.66) 6.89) 4.21) 3.34) 3.90) 4.39 
Phoenix Mutual.......} 6.85| 6.18] 5.77] 5.41| 4.44] 4.04) 4.27| 4.54) 5.29] 5.11] 5.26] 4.30] 3.33] 2.80] 2.91] 3.02] 4.10) 4.08] 3.57) 3.71) 5.69) 4.69) 3.62 3.71 4.27 
Provident Mutual.....] 4.21] 4.36] 4.12] 4.40] 4.27] 4.12) 4.34] 4.66] 4.99] 5.92] 6.08} 5.55] 4.89] 4.14) 3.83] 4.61) 5.20) 5.39) 4.75) 4.83) 4.27) 4.88 4.80 4.96) 4.81 
dential............] 9.07] 8.20] 6.67| 5.03] 4.24] 4.81) 3.80] 4.13] 3.79] 4.54) 4.52] 3.96] 3.24] 3.10) 3.67) 3.40) 4.28) 3.82) 3.41 4.19 £2 4.23 3.66 a <2 
State Mutual......... 5.27] 5.25] 4.71| 4.65] 4.04] 3.70] 3.35] 3.45| 3.66] 3.92] 3.90] 3.44] 3.46] 2.99) 2.57) 3.10) 3.60) 3.16) 3.06) 3. 76) 3.62} 2.23) 3.26) 2. 
P ‘ 59 

Travelers.......... 5.64 5.48] 4.68] 4.91! 5.03] 5.64| 5.11] 4.82] 4.91| 5.60] 5.80| 4.85| 5.60] 4.36] 3.53] 4.13] 5.95] 6.26) 6.34) 7.12) 5.12) 5.21) 4.66) 6.12) 5. 
Union Central........ 5.75| 5.83] 4.321 4.06] 3.40| 2.79] 3.08] 3.39] 3.90] 4.43] 5.10] 4.66] 4.44) 3.96) 3.02} 3.23) 5.02) 4.38) 3.64) 3.72) 4.62) 3.56) 4.19) 4.01 4.08 
Union Mutual........ 7.38] 8.51] 7.07| 4.62| 2.93] 2.85] 3.81] 3.98] 4.74] 4.83] 5.91] 5.40] 4.61] 4.27) 3.95) 4.56] 4.86) 4.97) 4.45 4.38 6.14) 4.09) 4.84] 4.60 4.98 
United States......... 10.47| 8.39] 7.95] 7.78] 6.12} 6.61] 5.70) 5.58} 6.33} 8.16) 10.19) 9.72} 8.95) 8.50! 7.51) 6.66) 9.08) 9.99 10.97} 9.36] 8.23) 6.46] 9.04) 9. , 
Averages (29 Cos.)...] 8.39] 8.93] 6.57] 6.33/ 5.51| 5.05] 5.04| 5.17| 5.00| 5.28] 5.35| 4.58| 4.13] 3.95] 4.04) 4.45) 6.35] 5.64) 4.96) 5.24) 6.99) 5.09) 4.30 5.33] 5.31 


























carrying high lapses, rates included 








Group Insurance and industrial business excluded. 


In considering ratios, 
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following factors must be noted: 
and variation in segregation of Terminations as between surrender, lapse and expense. 


Intermediate business of industrial companies 
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JUST PUBLISHED 





A NEW BOOK 


By 


WILLIAM ALEXANDER 


ON 


INCOME 
INSURANCE 


This book deals in a novel way 
with this important subject. 


Agents who have sold Income In- 
surance, and those who have failed 
to sell it, will find it invaluable. 


It demonstrates the fact that what 
is best for the family is best also for 
the agent—that agents who offer 
Income Insurance in appropriate 
cases make more money than those 
who do not. 


It emphasizes the fact that preach- 


ers, doctors, teachers, artists, 
writers and other men who lack 
business training are as incom- 
petent to take care of their money 
as women, and that if women were 
trained they would be as competent 


investors 2s business men. 


It proves that women suffer less 
from get-rich-quick swindles than 
through investments that appear 
to be conservative, but are not, 
or which deteriorate after purchase. 


One chapter in this book contains 
a longer list of good income selling 
points than has ever before been 


gathered together. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Publishers 135 William Strest 
insurance Exchange NEW YORK 











VICE-PRESIDENT OF AETNA LIFE 
James H. Brewster Is Well-Known New 
York Banker—Was Partner in 
Rhoades & Company 
James H. Brewster, Jr., for the past twelve 
years a partner in the banking house of 
Rhoades & Company, of New York city, was 
elected a vice-president of the A®tna Life In- 
sorance Company at a meeting of the board of 
direstors held Thsrsday, July 23. In making 
this announcement, the company said that the 
exact date of Mr. Brewster’s coming to Hart- 
ford for the purpose of beginning his new 
duties was dependent upon the time required 

to close his interests in New York. 

Mr. Brewster is a native of Hartford, 
although he has not lived there since his gradu- 
ation from Yale College in 1904. His father, 
the late James H. Brewster, was for many 
years United States manager of the Scottish 





James H. BREWSTER 


Union and National Insurance Company of 
Edinburgh. 

Mr. Brewster was graduated from the Hart- 
ford High School in 1900. Immediately there- 
after he entered Yale and completed his course 
with the academic class of 1904. As a begin- 
ning for his business career, he joined the 
banking firm of Vermilye & Co., New York 
city, remaining with them until their dissolu- 
tion. 

In 1909 Mr. Brewster was made manager 
of the bond department of Edward B. Smith 
& Company, New York, where he remained 
until offered an opportunity to become asso- 
ciated with Rhoades & Company in 1912. One 
year later he was made a partner in the firm. 

Mr. Brewster will be in rhe financial de- 
partment of the Etna Life, associated with 
President Morgan B. Brainard and Vice-Presi- 
cent Morgan G. Bulkeley, Jr. 

Want New York Fraternal Laws in Kansas 

Topeka, Kan., August 3.—The Kansas Fra- 
ternal Congress, composed of all the fraternal 
insurance societies doing business in MNKansas, 
is preparing to submit to the State insurance 
codification commission a modified form of the 
New York fraternal laws. 


Io 





RELIANCE AGENCY RECORDS 


One Man Has Written Over Million and , 
Half in Twenty-Nine Weeks 


H. G. Scott, vice-president and secretary of 
the Reliance Life Insurance Company, of Pitts. 
burgh, Pa., in checking over the work of his 
agents, recently discovered that one of them 
had paid-for over a million and a half of ney 
business during the first twenty-nine weeks of 
this year. 

He found also that two others had paid for 
over $500,000 and seven for between two anj 
three hundred thousand. Besides this ninety. 
two agents were found to have paid for fe. 
tween one and two hundred thousand, 


Mutual Life Appoints Manager in Des 
Moines 


The Mutual Life of New York has appointed 
George A. Patton as its manager in De 
Moines, Iowa. Mr. Patton will assume his 
new duties on August I. His territory will 
embrace about sixty counties in Iowa, with 
headquarters in the Iowa National Bank build- 
ing, Des Moines, Iowa. 

Mr. Patton has had a successful career with 
the Mutual Life for many years, the last ten 
years as district manager at Portsmouth, Ohio; 
and his promotion to managership is earned, 

Mr. Patton has qualified regularly for the 
company’s Quarter Million Field Club. He is 
a man of energy and initiative, and his friends 
and the company are sanguine of his success 
in the position to which he has been promoted. 





Qnio Nation, 
ast ep 
Insurance Company 
Soeaneas> 
“Protector of the Home” 


In Five Years 
this Company has increased 


its businessinforce............ 147% 
its premium income........... 133% 
REG RBMOER 5 xois ces hos hs ees 190% 
BEGSTOROCEVOS. cc ricsselnd cacaieinsen 267% 


its surplus to policyholders. . . .17.5% 


It’s a good Company 
to tie to 


Many opportunities are available 
in Arkansas, Florida, Iowa, Ket- 
tucky, Michigan, Mississippi, Neb. 
N. J., Ohio, Pa., Tenn., Texas and 
W. Va. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


T. W. Appleby, Pres. 
W. F. Macallister, Agency Mgr. 
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Decision Upholds Income Policy 
(Continued from page 4) 


to his wife free from all trusts and conditions. 

Said Cronbach left a will which has been 
admitted to probate, by which he gave all his 
estate to his wife, the will being dated Sep- 
tember 21, 1913. . 

Mrs. Cronbach’s father and brother, with 
whom she intends to reside, are men of af- 
fairs and have sound business judgment and 
Mrs. Cronbach is a refined woman and pos- 
sesses business ability. ; 

The policies contain this clause: “The bene- 
ficiary may be changed as often as desired, and 
such changes shall take effect on receipt at the 
home office of the company, before the sum 
insured or any installment thereof becomes 
due, of a written request accompanied by the 
policy for endorsement.” | 

Notwithstanding no written request was ever 
made to the company or any other writing 
executed by the insured evidencing his wish to 
change the beneficiary, the complainant insists 
that the insured did all it was possible for 
him to do to execute his intention and that 
equity will give effect thereto by considering 
that as done which should be done. 

In the case of Davis vs. Davis, 136 Tenn. 
524, the court declared the rule as follows: 

“Undoubtedly, the rule is that when a mem- 
ber of a benefit association, in efforts to make 
a change in the beneficiary of his certificate, 
has done all that was reasonably in his power 
to comply with the rules of the order, but fails 
to do so and dies before the change is formally 
effected, a court of equity will treat the sub- 
stitution as complete, on the principle that in 
equity that will be deemed done which ought 
to have been done.” 


Rute FoLirowep 

This is the rule followed in the majority 
of the States of the Union and the only ques- 
tion that can arise is, whether the insured did 
all that was reasonably within his power to 
comply with the policy provision? It does not 
appear that the company was ever requested to 
change the policy during the life of the in- 
sured or that it did anything in his lifetime to 
waive compliance with its requirements re- 
garding a change of beneficiary. 

The case of Ancient Order of Gleaners v. 
Berry, 165 Mich. 1; 34 L.R.A. (NS) 277, is 
cited with approval in Davis vy. Davis, supra. 
In the Michigan case, the insured, on the day 
before he died, summoned the local secretary 
of the insurance society to his bedside and exe- 
cuted a formal written paper directing a change 
of beneficiary. On the day of his death the paper 
was mailed to the supreme secretary and the 
insured member did all he could do in his life- 
time except pay the transfer fee of 25 cents, 
which was a condition precedent under the by- 
laws of the society. The court held the in- 
sured had not sufficiently complied and in the 
course of its opinion, propounded the follow- 
Ing question: 

“Would it be claimed that, although decedent 
fully orally expressed his intention to change 
his beneficiary, because he was prevented by 
his death fronmr putting his intention in writing, 
while someone was attempting to procure pen, 
ink and paper, this would be a sufficient ex- 
Pression of his intention to work a change of 
beneficiaries Ci 
_This inquiry the court answered in the nega- 
tive, 

Fink y. Fink, 171 N. Y. 616, is also cited 
and quoted from in the Davis case. There 
the Court of Appeals of New York said: 

‘Mere intention to make a change is not 
enough for the acts prescribed to carry the 
intention into effect are forms imposed upon 
the execution of a power, and they must be 
observed or the change cannot be effected. As 


a condition precedent to effectuate the change, 
a member was required to ask the association 
for a new certificate and to pay it the fee en- 
acted by the by-laws. The association could 
not make the change unless he requested it, 
and even then, as it stipulated in its contract 
with him, ‘only on the payment of 25 cents.’ 
While it could have waived payment during 
his life, it did not do so, and it could waive 
nothing after his death, for by that event the 
rights of the beneficiary became fixed and un- 
alterable.” 

The opinions of the court and editors’ an- 
notations to the cases reported in 34 LRANS 
277, LRA 1915-am580, and LRA 1916-A, 868, 
contain a review of the cases bearing upon 
this question. 

There are at least three good reasons why 
this should be the law: 

First, while Nanette, the daughter, and the 
children of Emil Cronbach and David L. 
Pincus had no vested interest during the life 
of the insured, they did have contingent rights 
—expectancies in the nature of inchoate in- 
terests—subject to be defeated by an exercise 
of the power to change the beneficiary sub- 
stantially in the manner set forth in the poli- 
cies. Davis v. Davis, supra; Ancient Order 
of Gleaners v. Berry, supra. 


Not Goop THEORY 


Second, to give effect to mere verbal ex- 
pressions made in one’s last sickness would not 
be good policy and would open the door to 
imposition, undue influence, fraud and perjury. 

Third, to so extend the rule would destroy 
the very purpose of the condition in the policy, 
lead to interminable confusion and uncertainty 
in the distribution of insurance money and 
waste in litigation funds created for the bene- 
fit of widows, orphans and heirs. 

My conclusion is the complainant has not 
shown such a state of facts as entitle her to 
the benefit of the rule she invokes. Nor was 
there any valid assignment of the policies, for 
the reason no written assignment was filed at 
the home office of the company, as its policies 
provided. Davis v Davis, supra. 

Should the Aétna Life Insurance Company 
be removed and a new trustee appointed upon 
the grounds alleged in the bill and shown in 
the proof? 

It is to be remembered that no lack of the 
ability, willingness and fidelity of the trustee 
is alleged nor is it charged that there are any 
inharmonious and unfriendly relations existing 
between the trustee and any of the cestuis que 
trust. The sole question presented is, whether 
the court should exercise its discretion and re- 
move the trustee, over its protest, not because 
the trust is not being faithfully executed and 
the funds secure, but upon the alleged ground 
that a new appointment would bring about an 
increase in income, over and above that re- 
quired at all hazards to be accounted for in 
the appointment nrade by the donor, and there- 
by result in material benefits to the recipients 
of the income during the period such income 
is receivable by Mrs. Cronbach or her 
daughter ? 

As has been well said, our courts of equity 
have inherent jurisdiction to remove trustees, 
independent of any statute, for good cause 
shown, the statute being declaratory of or 
ancillary to a jurisdiction they already pos- 
Mr. Perry, in his work on Trusts, 
says: 


sessed. 
Sec: 277, 
“In removing and substituting trustees, the 
court does not act arbitrarily, but upon certain 
seneral principles, and after a full considera- 
tion of the case. It always has regard 
to the wishes of the author of the trust, to be 
gathered from the instrument of trust . . .; 
and so the court will not appoint a new trustee 
with a view to the interest of some of the 


II 


cestuis que trust, for the trustee ought to hold 
an even hand between all the parties and not 
favor a particular one. Further, the court has 
regard to the nature of the trust, and to those 
instrumentalities by which it can be best car- 
ried into execution.” 

The evident purpose of the donor: was to se- 
cure to his wife and daughter, at all hazards, 
a fixed monthly income not subject to any 
postponement or variation and to make the 
well as of the corpus of the fund. This, of 
trustee an absolute insurer of the income as 
course, imposed greater responsibilities upon 
the insurance company than that of the ordi- 
nary trustee. The insurance company cannot 
escape payment of the monthly income on the 
ground of a low interest rate or inability to 
find borrowers for the fund, nor can it escape 
accounting for the corpus upon the excuse 
that it used excellent business judgment in 
loaning or investing the fund and through 
some unforeseen mischance some portion was 
lost. 

If I should order the fund brought to Nash- 
ville and paid over to some trust company 
which was willing to insure return of the 
corpus, and the fund was loaned at the legal 
rate of 6 per cent per annum, it would not 
net a 4 per cent income after paying city, 
county and State tax and the fee of the trus- 
tee. No proof has been offered tending to show 
any local company or person would be will- 
ing to take the funds and insure income and 
corpus against every contingency. 

Mrs. Cronbach has moved or is about to 
move to San Antonio, Texas, and she has in- 
troduced the testimony of an executive officer 
of two trust companies doing business in that 
city. 


CIRCUMSTANCES INVOLVED 

The president of the San Antonio Loan and 
Trust Company testifies his company has 
$100,000 capital and $382,800 surplus. This 
company will accept the fund and, at present 
rate of interest, can make it net 6 to 6% per 
cent, less the costs and expenses of making a 
trustee’s bond, but it will not agree to guar- 
antee interest or principal and will only as- 
sume responsibility for that lack of care which 
a prudent person shall assume in the manage- 
ment of his own affairs. 

The president of the Central Trust Company 
says that institution has a capital of $200,000 
and a surplus of $250,000 and has in charge 
some $400,000 of trust funds. He says his 
company will guarantee the loans made of the 
funds but will not guarantee a-net interest rate 
exceeding 4 per cent, though at the present 
prevailing rate 6 per cent may be realized. 
This institution does not propose to execute 
any bond to cover the fund, but says that un- 
der a Texas statute it has $50,000 of securi- 
ties deposited with the State treasurer and 
for that reason no other bond is required: of it 
by the laws of Texas. 

It is thus seen that neither of these institu- 
tions propose to safeguard principal and in- 
terest to the extent as is done under the trust 
created by Mr. Cronbach, even though some 
increase of income might result in removing 
the trustee selected by the donor and apnpoint- 
ing one of these Texas banks. The safety of 
the corpus was in his mind as well as the in- 
come, and the rights of ultimate remaindermen 
must not be imperilled, or the safeguards 
thrown around their contingent interests be re- 
moved or mitigated. 

It has been held by a court of a sister State 
that where a trustee, to whom a sum of 
money has been bequeathed in trust, to be put 
at interest for the benefit of the cestui que 
trust, lends it, at the legal rate of interest, in 
the State at which the testator resided at the 
time of his death and where the funds then 
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SALESMEN WANTED 


Minnesota, Iowa, Nebraska, Missouri, Kansas, 
Arkansas, Oklahoma and Texas. 


National Reserve Life Ins. Co. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 














An agency connection- 
plus service 


The Philadelphia Fire and Marine Insur- 
ance Company is a financially strong, power- 
ful organization with an enviable record for 
reliable service. 

These features, combined with a full line 
of desirable policies covering protection on 
property and commercial activities, make 
an agency connection with this company 
most desirable. 


Write for particulars 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 
508 Walnut Street, Philadelphia, Pa. 
209 W. Jackson Blvd., Chicago, Ill. 
125 Trumbull Street, Hartford, Conn, 
200 Bush Street, San Francisco, Cal. 
8th Floor Hurt Bldg., Atlanta, Ga. 
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The Agent’s Success Is 

The Company's Success 
With this ideal of co-operation in mind, our constant 
thought is to extend agents a service that will help 
secure prospects, ascertain their needs, build up inter- 
views and complete business. 


ihe PROVIDENT 


LIFE AND ACCIDENT INSURANCE CO. 
of CHATTANOOGA, Tennessee 

R. J. Maclellan, president W. C. Cartinhour, vice-president and secrelary 
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1923-1925 SUPPLEMENT 


THE INSURANCE LAW of NEW YORK 


By AMASA J. PARKER, Jr. 
of Albany, N. Y. 


This book contains the amendments made by 66 
laws enacted in 1923, 1924 and 1925 to 112 sections, or 
over one-quarter of the total number of sections of the 
Insurance Law. It brings up to date the law as con- 
tained in PARKER’S NEW YORK INSURANCE 
LAW, 1922 Edition. New matter is set in italics, and 
matter omitted is enclosed in brackets, so that the 
possessor of the 1922 edition can readily ascertain 
exactly what changes have been made in 1923, 1924 
and 1925. Following each section are copious notes 
explaining the purpose of the amendments. There 
are also citations to the opinions of the courts of the 
State and reports of the Attorney-General construing 
the sections. 


Price, cloth binding, $3.50 
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CHICAGO NEW YORK 











12 





ceed 
ern 

Ciscc 
cour 


com 
Join 
a vi 


y 66 
is, OF 
f the 
con- 
NCE 
and 
the 
rtain 
1924 
notes 
‘here 
r the 
ruing 


ORK 











August 6, I 925 


THE SPECTATOR 


Life Insurance 








——eE 


were, he will not be removed from the trust 
because he refuses to put it at interest in an- 
other State, where the legal rate is higher. 
Lewis v. Cook, 18 Ala. 334. 

As no better income could be properly real- 
ized if the funds were brought here, and as 
the Texas banks do not offer to secure pay- 
ment of principal and interest as well as they 
are now secured; and as the ability, solvency 
and fidelity of the present trustee is not ques- 
tioned, the court is of opinion no good or suf- 
ficient cause is shown for the removal of the 
trustee which was selected by the donor and 
in whom he had confidence. 

Decree a dismissal of the bill. 


Metropolitan Life May Not Use Health 
Car 


Following the publication in Tur Specrator 
last week of an article announcing that the 
Metropolitan Life Insurance Company would 
outfit and make use of the health car “War- 
ren,” owned by the State of Kansas, it has 
been announced by the company that while 
they are contemplating using the car, no deci- 
sion has yet been made. 

The Kansas officials have offered to loan the 
car to the Metropolitan Life but it has not 
been determined whether or not it can be used 
with sufficient benefit to the policyhelders of 
the company. 





Liberty Life Entering Pacific Coast States 

ToreKA, Kan., August 3.—The Liberty Life 
Insurance Company, of Topeka, has established 
a Western department at Oakland, Cal., and 
is preparing to enter many of the Pacific and 
Mountain States. Charles A. Moore, presi- 
dent of the company, has just returned from 
a trip in which he opened the Oakland office. 
He also arranged for the admittance of the 
Kansas company to Oregon and Nevada and 
has taken the preliminary steps to secure the 


admission of the company in other States of 
the West. 





Northern States Life Business 

The Northern States Life Insurance Com- 
pany, Hammond, Ind., wrote $745,250 of paid- 
for business during June. It has set the pro- 
duction of the last six months of the year at 
$5,000,000. 

May 1, the Northern States Life had only 
one agent in Michigan—it had only recently 
entered that State. Already it has eleven 
good producing agents in Michigan. It antic- 
Ipates a large business from the Northwest, 
as a bumper wheat crop is assured. 





M. C. Harris New President of Western 
States Life 


Marshall C. Harris has been elected to suc- 
ceed H. J. Saunders as president of the West- 
ern States Life Insurance Company, San Fran- 
cisco. Mr. Saunders recently resigned on ac- 
count of ill health. 

Mr. Harris has been vice-president of the 
company and in charge of its investments. He 
Joined the organization in 1910 and was elected 
a Vice-president in 1018. 


SUES FOR BREACH OF COPYRIGHT 
D. H. Nelson Estate Tax Tables Were Im- 
properly Used 
A suit for breach of copyright has been 
brought in the United States District Court at 
New York by Dan H. Nelson, against the 
National Underwriter, the Mutual Life Insur- 
ance Company of New York and Prentice- 
Hall, Inc. Mr. Nelson compiled and published 
certain tables, one showing the actual court 
records of costs taken from the surrogate 
court of settling estates, and another showing 
the following items about a number of 
specifically mentioned estates in various parts 
of the country; gross estate, cash, taxes, debts. 
Rumor first mentioned the names of Edward 
A. Woods and the National Association of Life 
Underwriters among those sued by Mr. Nel- 
son, but John L. McMaster, counsel for Mr. 
Nelson, stated that while others might be sued 
in the future, up to the present time papers 
had been served on but the three defendants 

mentioned. 

The events leading up to the litigation are 
much involved. Edward A. Woods presented 
the tables on a mimeographed sheet at the Los 
Angeles meeting of the National Association 
of Life Underwriters in July, 1924. The 
sheets were distributed to the audience and to 
the newspaper men present and, as a result, 
the tables were printed in the National Under- 
writer and also in the Insurance Research and 
Review Service. The former credited Mr. 
Nelson with the table showing the cost of set- 
tling estates, and gave credit for the second 
compilation to Mansur B. Oakes, editor of the 
Insurance Research and Review Service. On 
the other hand, Mr. Oakes gave no credit for 
the first compilation and printed it with a foot- 
note to the effect that anyone caring to do so 
was free to republish it. Later, he printed the 
second table giving credit for it to Mr. Nelson. 

Subsequently, the Mutual Life Insurance 
Company reprinted the tables and accompany- 
ing article from the National Underwriter in 
one of the issues of its house organ—Points. 
Credit was given Mr. Nelson and Mr. Oakes, 
as in the National Underwriter. This was 
again reprinted (under date of April 20) in 
the Prentice-Hall Inheritance Tax and Trans- 
fer Service, with the distinction that the lines 
giving credit to Mr. Nelson were elided. It 
is said Mr. Nelson was formerly in the ser- 
vice of Prentice-Hall. Credit was given the 
Mutual Life, the National Underwriter and 
Mr. Oakes. 

Mr. Nelson, it is believed, spends most of 
his time lecturing and preparing copyrighted 
information about the inheritance tax laws and 
their effects. He maintains that original brain 
matter, or original compiled matter, duly copy- 
righted, is as tangible property as real estate 
or gold coin. 


Columbian National Increases Limits 

Boston, Mass., August 4.—The Columbian 
National Life has recently increased its limits 
for life insurance on the younger ages. On 
first-class male and female risks the limits are: 
94 years to 15 years inclusive—$sona. 


13 


ROCKFORD LIFE TOUR 
Company Taking $100,000 Club to Glacier 
National Park—Making Good Progress 


The $100,000 Club of the Rockford Life In- 
surance Company is now touring the Glacier 
National Park. About ten days will be con- 
sumed in the trip, which will include twelve 
agents and a party of home office officials. 
These latter include: Francis L. Brown, vice- 
president and secretary of the company, Mrs. 
Brown; Miss Marion Egan, editor of the Rock- 
ford Lifeman Bulletin; L. Keith Reynolds, 
assistant agency manager, and W. H. Lemons, 
agency supervisor in Southern Illinois. 

The following agents of the company, listed 
in order of their production records, are tak- 
ing the trip: R. E. Beysiegel and Mrs. Bey- 
siegel, T. J. Burns, D. T. Drake, J. G. Smith, 
F. C. McClean, J. C. Low, G. B. Hessemaner, 





Francis L. Brown 


M. R. McTigue and Mrs. McTigue, S. R. Bid- 
dle, C. R. Burr, P. J. McDonald and R. L. 
Cumings. | 

“The creation of The One-Hundred Thou- 
sand Club by the Rockford Life has done 
more to stimulate morale and instill enthu- 
siasm among our big family. of salesmen than 
any other sales promotional feature ever at- 
tempted,” Vice-President Brown announced. 
“This year our party will board a special Pull- 
nian at Rochelle on Saturday morning, August 
1, and arrive at Glacier National Park on the 
4th, ready to do the entire park in the next 
ten days. We can expect to have sight-seeing, 
exploring of peaks and mountain trails, trout 
fishing and reports on business development.” 

Under the direction of Vice-President 
Brown, the company has increased its insur- 
ance in force since December 31, 1924, by well 
over $2,000,000. The assets have increased 
over $200,000 during the same time and the 
surplus is now over $150,000. These figures 
indicate that the company now has over $17,- 
000,000 of insurance in force and total assets 
of about $1,700,000. 


Sart Lake City, Uran, July 28.—The cash 
surrender value of her husband’s life insurance pol- 
icy was demanded by a Logan woman named Bell, 
who filed a divorce suit this week. 
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THECOLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
tunity is offered to salesmen of character and ability. 
Communicate at once with 

Agency Department 
77 Franklin Street, Boston, Mass. 











mu: HAMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


~ NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 
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Is It Insured ? 


Violins, Cellos, Harps and other valuable Instruments 
Insured against “All Risks” wherever located 


Saxophones and other Band and Orchestral Instruments 
Insured Against Fire, Theft and Transit Risks 


Also ‘All Risks” insurance on Personal Jewelry, Furs, 
Fine Arts, Salesmens Floaters, Tourists’ Floaters Etc. 


A. F. SHAW & COMPANY 


80 Maiden Lane Insurance Exchange 
New York City s 4 a Chicago, Ill. 
Geel Agents - ‘All Risks" Department 


Fire & Marine Insurance Co. 























WE WANT 


A life underwriter who will start building his own 
general agency in PROVIDENCE, Rhode Island, 
by personal production—gradually adding new 
producers to his agency force until he can devote 
entire time to organization. 


We are an “‘old-line’’ Eastern mutual life insurance 
company not now represented in Providence. Un- 
usually liberal compensation and Home Office 
assistance at the start will be offered the right man. 


Write, in confidence, 
WRIGHT, care of THE SPECTATOR. 











PUBLIC LIFE 
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COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


ALFRED CLOVER 


CHAIRMAN BOARD 
OF DIRECTORS 
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CONVENTION PROGRAM 


Extensive Plans Made for Commis- 
soners’ San Antonio Meeting 


GOVERNOR FERGUSON TO SPEAK 


Fire Insurance Commissions to Be Dis- 
cussed by Alabama Commissioner— 
Insurance Legislation by James 
A. Beha 
Austin, TEx., Aug. 4.—Complete program 
of the fifty-sixth annual convention of the Na- 
tional Association of Insurance Commission- 
ers and the Association of Fire Marshals of 
North America, to be held at San Antonio, 
September 14-10, has been announced by Judge 
John M. Scott, Texas Commissioner of In- 


surance. 
Following is the complete program: 


Monpay, SEPTEMBER 14—10:00 A. M. 

Opening Exercises.—Hon. Jno. M. Scott, Commis- 
sioner of Insurance of Texas, presiding. 
Address of Welcome.—Her Excellency 
governor of Texas, and Hon. 
ex-governor of Texas. 

of Welcome.—(From city of San Antonio). 
Conn, Superintendent 


Miriam A, 
James E. 


Ferguson, 
Ferguson, 
Address 
Response.—Judge Harry L. 
of Insurance of Ohio. 


“Texas.’—Hon. Pat. M. Neff, ex-governor of 
Texas, 

Call of States. 

President’s Address.—Hon. John C. Luning, Com- 
missioner of Insurance of Florida. 

“The Force and Effect of Departmental Rulings 


and the Attitude of Courts Thereon.’—TIion. W. R. 
C. Kendrick, Commissioner of Insurance of Iowa. 
Discussion. 


Monpay AFTERNOON—4:30 P. M. 
Automobile ride, starting from St. Anthony Hotel. 


Monpay Eventnec—7:30 P. M. 
“The Ancient and Honorable Order of 
Goose.”—St. Anthony Hotel. 


the Blue 


Tuespay, SEPTEMBER 15—10:00 A. M. 

Courtesy of floor will be extended to the Hon. 
Petronilo Romero Mota, Commissioner of Insurance 
of the Republic of Mexico. 

Communications and Reports. 

‘Insurance Agent from the Viewpoint of a Com- 
missioner.’—Hon. John R. Dumont, Commissioner of 
Insurance of Nebraska. 

Discussion. 

“Should the American Men Mortality Table Be 
Made Permissive as a Legal Valuation Standard ?”— 


William M. Corcoran, actuary, Connecticut depart- 
ment, 
Discussion. 
‘Uniform Commissions in Fire Insurance.’’—Hon. 
Frank N. Julian, Superintendent of Insurance, 
Alabama. 
Discussion. 

Tuvrespay AFTERNOON—6:00 P. M. 
Entertainment San Pedro Park.—Mexican dinner, 


barbecue and swimming in San Pedro pool. 


Tuespay Eventnc—9:30 P. M. 
Leave for Rio Grande Valley, Brownsville, 
and Matamoras, Mexico. 


Tex., 


WEDNESDAY, SEPTEMBER 16 
To be spent in Rio Grande Valley, visiting Har- 
lingen, La Feria, Mercedes, Weslaco, Donna, San 
Juan, McAllen and Mission, being the citrus and 
tropical fruit belt of ‘Texas. 
THurspay, SEPTEMBER 17—10:30 A. M. 
Communications and reports. 





“Fireproof” vs. ‘‘Fire-Resistive’’ 
[To the Editor of THe Spectator] 


My attention has been called to the editorial 
appearing in your July 30 issue referring to 
the use of the term “fireproof.” In it you say 
“A movement to start the substitution of the 
word ‘fire-resistive’ for ‘fireproof’ would cer- 
tainly not be amiss. Such a movement must be 
started among fire insurance men and fire pro- 
tection engineers if it is to be started at all.” 
Apropos of that, I thought you might be in- 
terested to know that the subject has been con- 
sidered quite seriously by fire protection 
engineers for a number of years. 

The attached clipping is taken from the 
Building Code of the National Board of Fire 
Underwriters originally published in revised 
form in 1915. The term “fireproof” has been 
continued in the Building Code to this time 
because we have been waiting until we could 
give the Code another complete revision, which 
it needs, but which has been delayed owing to 
the work in progress by the building code com- 
mittee of the United States Department of 
Commerce. As soon as that work has ad- 
vanced somewhat further, the time will be ripe 
for a thorough revision of the Code. 

Another reason for reluctance to introduce 
the term “fire-resistive” exclusively in the Code 
has been the lack of a sufficient amount of fire 
test data to establish what can reasonably be 
expected in the way of fire resistance of the 
various forms of construction in common use. 
Until that has been done, it would be useless 
to call for a construction meeting at one, two 
or three hour fire-resistive tests unless we knew 
at least a few forms that would meet such re- 


quirements. Within the last two or three 
vears a considerable amount of reliable test 
data has been accumulated which will help 


very much in the work of establishing fire-re- 
sistive standards. 

T would also call your attention to the fol- 
lowing definition of “fire-resistive” as apnear- 
ing in the report of the committee on building 
construction in the National Fire Protection 
Association for this vear, which report is now 


Continued on page 19) 





for Making Compensation 
Council on Compen- 
Hobbs, 





Rules 
National 
Clarence W. 


“The Permanent 
Rates Adopted by the 


sation Insurance.’’—Hon. former 


Insurance Commissioner of the State of Massachu 
setts. 

Discussion. 

“Insurance Legislation and the Insurance Depart- 


ments.’”—Hon. James A. Beha, Superintendent of 
Insurance of New York. 


Discussion. 


Tuurspay AFTERNOON—4:30 P. M. 


Automobile ride, army post, leaving from St. 


Anthony Hotel. 


Tuurspay Eventnc—8:00 P. M. 
Garden party and ball at San Antonio Country Club 


(formal dress). 


Fripay, SEPTEMBER 18—10:30 A. M. 
Communications and reports. 

Election of officers. 

depart- 


for the discussion of 


problems. 


Executive session 


mental rulings and 


Adjournment. 


Frirpay AFTERNOON—5 TO 7 

Ladies’ reception and tea, at the home of Mrs. J. 
FE. Jarratt, at corner of Craig and Belknap place. 

Fripay EvenincG 

Banquet—Typical of San Antonio and Mexico.— 
Leaving San Antonio at 11:00 p. m. special train 
for Dallas, to be guests of Chamber of Commerce and 
Insurance Fraternity of Dallas. 
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ANSWERS W. H. BENNETT 





Vice-President of Chrysler Corpora- 
tion Makes Reply to Charges 


UTAH DISAPPROVES PLAN 


Other States Act—Speculation as to Re- 
insurer Continues 


Answering the statement concerning the plan 
of the Chrysler Motors to furnish fire and 
theft insurance with new cars made last week 
by Walter H. Bennett, secretary of the Na- 
tional Association of Insurance Agents, B. E. 
Hutchinson, vice-president and treasurer of the 
Chrysler Corporation, has issued a counter 
statement in which he denies that the plan is a 
“vicious practice’ or “contrary to law” as 
stated by Mr. Bennett. The statement by Mr. 
Bennett appeared in full in THe Specrator for 
July 30. 

Mr. Hutchinson says in part: 


_If it is a “vicious practice” to save the pub- 
lic money then we plead guilty. To control 
the deferred payment price of our product we 
obtained a uniform national financing rate. 
That means a saving of $5,000,000 to prospec- 
tive Chrysler owners during the next twelve 
months. To obtain that financing we obtained 
blanket fire and theft insurance on our cars. 
How that “undermines the American agency 
system of doing business” is beyond me, be- 
cause the American agents do not place the in- 
surance on cars financed on a deferred pay- 
ment basis. Such business is handled by the 
finance companies themselves. The Chrysler 
cars are insured for one year. The average 
life of cars is nearly seven years. After the 
first year car owners can place their insurance 
where they will. 

The difficulty with Mr. Bennett is that he 
would pit the interests of a group against the 
interests of the public. The Chrysler Corpora- 
tion has every respect for the insurance fra- 
ternity and every respect for the insurance 
agency system, but it believes it of greater 
importance to serve the public at large than 
it is to serve the interests of a group, even 
if this question were involved in a large way, 
which is not true in this case. 

It is the inalienable right of a manufacturer 
to control the price of his product in a com- 
petitive market. The Chrysler Corporation in- 
tends to control the deferred -payment price 
of its product just as it controls the cash price. 
It is unequivocally pledged to the finance plan 
which it inaugurated July 1 and which has 
onerated so successfully throughout the nation. 
The stimulus to sales has proved tremendovs 
because the public is beginning to realize the 
plan saves money for the public. The Chrys- 
ler Corporation intends to stand on its legal 
and economic rights. 

Dealers cannot buy cars which are not in- 
sured. Dealers have no Chrysler cars to sell 
‘which are not insured. Purchasers cannot buy 
Chrysler cars without insurance plan protec- 
tion any more than they can buy them with- 
out Chrysler engines or wheels. 


Nor Approvep IN UTAH 

Sat Lake City, Uran, July 28—John G. 
McQuarrie, State Insurance Commissioner, has 
announced that he will not approve of the plan 
by which an outside automobile manufacturer 
desires to sell automobile insurance with his 
cars. Mr. McQuarrie informed the local agent 
that every insurance company doing business 
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REVISES EARTHQUAKE RATES 


Explosion Conference Takes Quick Action 
—Effective August 15 in New York 


The Explosion Conference last week again 
promulgated new earthquake rates for the terri- 
tory outside the jurisdiction of the Board of 


Fire Underwriters of the Pacific. The rates 
became effective August 1, except in New 


York State, where they take effect August 15. 

The latest revision reduces noticeably the 
rate on fireproof buildings, which was 10 cents 
with 80 per cent coinsurance required. The 
new rate is 8 cents with only 50 per cent co- 
insurance required, while 25 per cent credit is 
given with 80 per cent coinsurance. The rate 
on dwellings is reduced from 10 cents to 8 
cents, with no coinsurance required. Similar 
reductions occur in other classes with credits 
for 80 per cent, or more, coinsurance. 

W. T. Roembke, manager of the Explosion 
Conference, states that further refinements are 
likely as soon as the committee in charge com- 
pletes a careful study of the situation. 


Two Etna Officials Dead 


Hartrorp, Conn., August 1.—Death claimed 
two officers of the Etna affiliated companies 
Secretary Charles E. Gilbert, of the 7“tna Life 
Insurance Company, and Secretary W. FIl- 
wood Jones, of the Automobile Insurance Com- 
pany, within a few hours of each other to-day. 
Mr. Gilbert died this morning as the result of 
a complication of diseases brought on by his 
advanced years, and Mr. Jones, who had been 
ill for several weeks, died at the Hartford 
Hospital this afternoon after an operation for 
the removal of a blood clot in a large vein of 
the leg. 

Mr. Gilbert was 88 vears of age, and had 
served the A®tna Life Insurance Company 
since 1868, first as accountant, then as cash- 
ier, then as assistant secretary, and finally as 
secretary. He was elected to the last named 
office in 1905. Mr. Jones was fifty years old, 
and had been associated with the Automobile 
Insurance Company since 1914. He began as 
executive special agent in the fire department 
of the company and was elected an assistant 
secretary in 1917. His election to a full secre- 
taryship followed shortly thereafter. 

The funeral of Mr. Gilbert will be held 
Tuesday afternoon, with burial in Cedar Hill 
Cemetery, Hartford. Officers of the tna 
Life will be honorary bearers. Funeral ser- 
vices for Mr. Jones will be held two hours 
later at his home in Farmington. The body 
will be sent to his native town in Maryland 
for burial. Officers of the Automobile Insur- 
ance Company will be honorary bearers. 


C. C. Dominge Going Abroad 


Charles C. Dominge, assistant secretary of 
the Great American Insurance Company of 
New York, will sail for Europe on August.8, 
accompanied by his wife and his daughter, 
Miss Grace Parthenia Dominge. 


The Unloading Hazard in Automobile 
Insurance 


The automobile policy ordinarily covers haz- 
ards incident to the loading and unloading of 
a commercial vehicle. Prior to the inclusion of 
this phrase companies were paying loading and 
unloading accidents by virtue of the clause 
relative to “ownership, maintenance or use of 
the automobile insured.” It was thought that 
the inclusion of the words “loading and un- 
loading” would clarify the policy and eliminate 
any misunderstanding in connection with the 
loading or unloading accident. There are still 
plenty of instances, however, where it is diffi- 
cult to determine whether or not a certain acci- 
dent comes within the coverage of the auto- 
mobile policy. 

For example, a trucker unloads a pile of 
stone, the pile projects out into the roadway, 
and is left unguarded by lights overnight. An 
accident happens during the night and a claim 
is made against the trucker. The question 
arises, “was this accident due to unloading or 
was it due to some negligent act after the wn- 
loading had been completed?” There must be 
some end to the act of unloading, but it is not 
always easy to determine just when the act is 
completed. A great deal will depend on the 
nature of contract between the party unloading 
the goods and the consignee. 

Tf an iceman damages a door or a window 
while carrying ice into the ice chest, that is 
entirely an act of unloading, but if the iceman 
deposits a cake of ice on top of a table and 
departs, only to learn later that the ice had 
gradually melted and finally slid off, doing 
some property damage, then there is a ques- 
tion whether the accident was due to unloading. 

The loading and unloading feature of the 
contract and any other similar features are dis- 
cussed in detail by Ambrose Ryder in his book 
entitled Automobile Insurance. The book 
embraces both the fire and casualty features 
of automobile insurance and is extremely val- 
uable to the agent who wants to inform him- 
self on any particular phase of automobile in- 
surance, whether it be the underwriting of the 
business, settlement of claims, or how to im- 
prove his sales. It is particularly valuable 
as a reference book for the staff of employees, 
and saves a great deal of correspondence with 
home offices. 

Mr. Ryder’s excellent and comprehensive 
work, bearing the title Automobile Insurance, 
is published by The Spectator Company, its 
price being $3.75 per copy. 


James A. Beha Enjoined 
Judge John C. Knox of the United States 
District Court, Southern District, has issued a 
restraining order directing James A. Beha, 
New York Superintendent of Insurance, not to 
revoke the license of the Palmetto Fire In- 
surance Company. The order is returnable 
Thursday of next week when the court will 
determine whether an interlocutory injunction 
shall be issued pending the final determination 

of action for a permanent injunction. 
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FIREMENS GETS CAPITAL 





Another Company Added to Fleet of 
Newark Organization 





SEVEN MEMBERS OF GROUP 





Latest Acquisition Brings Combined 4s. 
sets Up to Over $42,000,000 

It was learned on Tuesday that the Fire. 
mens of Newark has added another company 
to the group of which it is the head, the Capitat 
Fire of Concord, N. H., being the latest addi. 
tion to the Firemens group, which now num. 
bers seven companies. As of December 3, 
1924, the combined figures of the companies 
now composing the Firemens fleet were as fol. 
lows. Capital, $8,150,000; assets, $42,491,584: 
net surplus, $8,613,085; premiums written in 
1924, $19,976,725. 


Proposition ACCEPTED 

The proposition submitted by the Firemens 
was accepted by the Capital Fire on August 1, 
In general the business of the Capital will 
hereafter be handled in conjunction with that 
of the Firemens and other companies of the 
group, though it is understood that the New 
Hampshire and Vermont business will be con- 
ducted through the head office of the Capital 
at Concord, under the management, as hereto- 
fore, of President Charles L. Jackman and 
Secretary A. R. Kendall, who continue to hold 
their offices. It is further understood that the 
official staff of the Capital will be increased by 
the addition of some officers of the Firemens, 
President Neal Bassett of the Firemens is to 
be congratulated upon having secured the ad- 
dition to his fleet of another company so long 
and favorably known as the Capital Fire of 
Concord. 


Group MEMBERS 
Included in this important group are the 
following well-known companies: Firemens, 
Newark; Girard F. & M., Philadelphia; Me- 
chanics, Philadelphia; National-Ben Franklin, 
Pittsburgh; Superior, Pittsburgh; Concordia, 
Milwaukee; Capital, Concord. 





Is After Lloyds in District of Columbia 


Wasuincton, D. C., August 3.—Action to 
require Lloyds to comply with the insurance 
laws of the District of Columbia is to be taken 
by Superintendent of Insurance Thomas \M. 
Baldwin under the marine insurance act 
adopted by Congress in 1922. 

Under the provisions of the marine law, a 
penalty of from $100 to $1000 is provided for 
each violation of Section 23, prohibiting 
agents, brokers or others from acting for of 
assisting, directly or indirectly, any under- 
writer or organization in writing marine it- 
surance in the district. Lloyds is specifically 
named in this section. 

Superintendent Baldwin is now ascertaining 
the names of persons acting for Lloyds in the 
District of Columbia, with a view to proceed- 
ing against them, as provided in the law. 
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in the State, except life, must have an agent 
residing in the State who can countersign the 
policies, and that the company’s plan of insur- 
ance must first be approved by the Commis- 
sioner. He says further that as the automo- 
bile company does not appear to intend to issue 
a separate document covering the insurance 
feature he doubted whether the insurance 
would be collectible. He finally says the in- 
surance company selected to carry these auto- 
mobile risks has not been registered in Utah. 


KansAs PREPARES FOR ACTION 

TopeEKA, KAaN., August 3.—William R. 
Baker, Kansas Superintendent of Insurance, 
and Charles G. Griffith, attorney-general, are 
prepared to seek a writ of ouster against every- 
one in Kansas attempting to handle the fire 
and theft insurance of the ‘Chrysler motor cars. 
The Chrysler and the Palmetto Fire Insur- 
ance Company were notified that they must 
make a full showing of the legality of their 
plan by Tuesday of this week or the Kansas 
department would act immediately. 

The ouster suit is to be brought against 
every agent of the Chrysler company in Kan- 
sas, according to the list of licenses issued to 
dealers in that make of cars. The Chrysler 
Motor Car Company and the Palmetto Fire 
will be included and service obtained by serv- 
ing the agents of these companies as the repre- 
sentatives of the company. 


lowa Commissioner Replies to Chrysler 
Brief 
(Concluded from page 3) 


such automobiles throughout the United States 
are not direct parties to that contract, So far 
as I am informed, the purchaser of a Chrysler 
automobile is entirely ignorant of the existence 
of the master policy until he has been solicited 
by a local automobile salesman, and it is then 
represented to him that in the event he purchases 
an automobile a fire and a theft policy will be 
issued to him upon the payment of a 
fixed premium, subtly described as a delivery 
charge. Under the Chrysler plan the local au- 
tomobile salesman is the intervening agency 
who, in fact, solicits a contract of insurance 
along with the sale of the car, which clearly 
distinguishes the question at issue from the 
question in the Allgeyer case. 

However, the approval of said plan is not 
formally before this department and could not 
be officially considered by the department, 
owing to the fact that the Palmetto Fire In- 
surance Company is not authorized to transact 
business in Towa. 

Being without jurisdiction over the Palmetto 
Fire Insurance Company, this department can 
take no official action directly affecting said 
company. The department can, however, take 
cognizance of the fact that local salesmen of 
the Chrysler Motor Corporation are soliciting 
insurance in this State without a license. This 
phase of the plan has been called to the atten- 
tion of the attorney-general of Towa, and it is 
the intention of this department to request the 
attorney-general to prosecute each local Chrvys- 
ler salesman in the State, wherein evidence can 
be procured that such salesman has_repre- 
sented to the purchaser of an automobile that 
a fire and theft policy will be issued to him as 
a part of the transaction. 

Therefore, it occurs to me that a formal 
hearing in this matter would be useless; never- 
theless, T will be glad to extend to you this 
courtesy if you so desire. 


% 








POLICYHOLDERS’ LETTERS 








In a former issue of THe Spectator, refer- 
ence was made to the widespread public de- 
mand for the Fire Insurance Pocket Index and 
a sample list of various classes of policyhold- 
ers, subscribers to that publicgtion, was printed. 
The list included railroads, national banks, 
savings banks, trust companies, building and 
loan associations, private bankers and _ stock- 
brokers] manufacturers, contractors, lawyers, 
merchants, mortgage companies, auditors, in- 
vestment companies, general publishers, public 
officials, credit-rating institutions, and many 
other important businesses. 

Many fire insurance companies, agents, gen- 
eral agents and brokers widely and wisely dis- 
tribute the Fire Insurance Pocket Index so as 
to reach thousands of customers. If all the 
companies could be persuaded to act concert- 


THe L. H. BARNUM AGENCY 
ESTABLISHED 1901 


edly in furthering the distribution of the Fire 
Index, the best interests of insurance would 
be served to advantage. This is obvious from 
the opinions of the many policyholders who 
testify to the usefulness of this publication. 

Leaders in the fire insurance business have 
long maintained that the public should be edu- 
cated as to the narrow margin of profit in 
such underwriting, and the real facts are fully 
demonstrated by the Fire Index. The Spec- 
tater Company has on file a number of letters 
from property owners and policyholders who 
appreciate the value of the Fire Index as a 
work of references, and state that they use this 
publication daily in the conduct of their busi- 
ness. One of these letters is presented below, 
and others will appear in THe Specrator from 
time to time. 


TELEPHONE 3605-W 


H. H. BARNUM 


GENERAL INSURANCE 
304 BINGHAMTON SAVINGS BANK BLOG 
BINGHAMTON. NEW YORK 


The spectatot Co., 
New York, N..Y- 


Gentlemen: - 


liay 27,1925. 


Replying to your letter concerning your "Fire 
Insurance Pocket Index" would sag that we have found this 
valuable for information tthhich we desire from time to time 
about various companies and have noticed that it is used 
by the Binghamton savings Bank, the largest bank of its 
kind here, in checking up on the companies whose policies 
are offerud to them as security for loans on real estate. 


Yours truly, 











Who Will Be President of the 
Commissioners ? 

With the approach of the annual convention 
of the National Convention of Insurance Com- 
missioners, speculation as to who will be the 
next president of that association is quite in 
order. From the Middle West comes a per- 
sistent rumor that the Commissioner from 
Iowa, W. C. R. Kendrick, is the most liable to 
receive this honor. Commissioner Kendrick, 
indeed, has all of the qualifications necessary 
and would unquestionably be a credit to this 
office, as he has been to the office he now holds. 
Appointed two years ago, he demonstrated a 
ready ability to grasp the intricacies of insur- 
ance matters and has handled the affairs of his 
department in a manner which guaranteed 
sound insurance for the citizens of Iowa. He 
has, at the same time, treated insurance com- 
panies in a fair and courteous manner with- 
out adopting the pose of a demagogue by the 
cheap publicity forthcoming from the heckling 
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of the carriers of insurance, whose stability it 
is his office to investigate. 

From a geographical standpoint the Middle 
West might seem to be a logical place from 
which to choose a new president, for the last 
three incumbents have been from the South, 
the Far West and from the East in the per- 
sons of John C. Luning, H. O. Fishback and 
Thomas Donaldson. 


Conference Called Off 

Negotiations which have been under way te 
bring about a meeting between the conference 
committee of the National Board of Fire Un- 
derwriters and that of the National Association 
of Insurance Agents have been called off due 
to inability to agree on dates. The National 
Association had hoped to hold the conference 
prior to the annual meeting so as to be able 
report progress at that time. An effort will 
be made to bring about a meeting at a later 
date. 





THE SPECTATOR 


Thursday 














INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253, 552.74 

RR Mpee MGM E NN EEEI PE 6 5513 ica io vs Co vs mice. 90 0 166 dodo svete rg oe 308,330.35 

RR a cite Stale lane satin $500,000.00 

BOE SRRIIND IEE ss ss 10 6-6 4164101 ieee sie 1,214,259.88 

Surplus to Policyholders................... vA 4,259.88 
oS EO ee $3,276,142.97 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secr 
J.C. Watson, 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 


etary 
J. M. Leake, General Agent 


reasurer 














THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 
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Established 


LONDON GUARANTEE & ‘ACCIDENT C0,, Ltd., 


Head Office 55 Fifth Ave., New York 
C. M. Berger, United States Manager 


Philadelphia Branch Office 
Wood Building, 512-514 Wainut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers. 145 Milk Street, Boston, Mass. 


eneral Accident 
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FIRE AND LIFE 






FREDERICK RICHA2DSON, United States Manager: 


GENERAL BUILDING, 4m & WALNUT STS. 
PHILADELPHIA 








FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 











1824 1925 


Over A Century Old 
UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 
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‘“* AMERICA FORE” 





AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 


ERNEST STURM, Chairman of the Board 
PAUL L. HAID, President 


Cash Capital: One Million Dollars 


New York Chicago San Francisco 
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NEW YORK SURVEYS 
Two Indications.—There may not be any 
money in the insurance business; the commu- 


nity is told this so very often that they might 
be pardoned for believing it, if they did not 
reflect, as a woman does when she passes a 
mirror. Take, for instance, two things which 
have occurred within a month; one a proposal 
for an office building by large fire insurance 
which will constitute 
This was the first and the sec- 


interests, an investment 
no small sum. 
ond was the formation by very important in- 
terests of another insurance company. Is it 
not safe to say that neither of these things 
would have been done if there were not some 
reasonable prospect of a profit in the business ? 
The time has arrived when, in all good con- 
science, the statement should be made that the 
business of insurance will reward brains and 
intelligent industry, just as other businesses 
will, and not join in taking the attitude that it 
does not pay; then following that statement by 
actions which seem to indicate a belief that it 
does pay. 

The Single Rating Bureau.—Is it desirable 
to collect in one general bureau rate making 
There is a 
tendency, among the casualty people at least, 
todo this and a strong position has developed 


for all branches of the business? 





SOUND 
POLICIES 


@ 
Sgicultaral 
of Watertown N13! 
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in regard to the latest move to take over an 
independent rating bureau dealing with a single 
branch of the casualty business. So long as a 
bureau is doing good work, it is perhaps not 
desirable, it may be put stronger than that, 
it is unwise—to disturb it. There is such a 
thing as too much concentration in the busi- 
ness, under the plea of cutting down expense. 
It is exceedingly doubtful if the service would 
It is not desir- 
able, and it should be emphasized, to go to 
The big- 


be better or the expense less. 


the limit in crushing individuality. 
ger a snowball becomes, the more difficult it 
is to control. 
as it is of many others. 


This is as true of rating work 


Who Was to Blame?—In a recent fire in a 
warehouse, the conclusion was put forth that if 
the property had been cared for as the rules 
of the warehousemen require, all would have 

Very well, why did not someone 
those with? 


been well. 
see that rules were complied 
Would not a few more inspectors be cheaper 
than to pay out the substantial sum that must 
be paid in losses in this case and many similar 
cases? When will we learn that prevention is 
better than protection and that a dollar spent 
for prevention may save five dollars that* would 


have to be paid in losses? 


BOSTON AND VICINITY 


No Announcement on Chrysler Plan.-- 
Commissioner Wesley E. Monk of Massachu 
setts, who has the subject under consideration 
of the so-called Chrysler plan of furnishing 
fire and theft insurance policies with its sale 
of cars, has not yet made any announcement 
as to the stand which the Massachusetts de- 
partment will take. Attorney-General Benton 
has been called upon for his opinion in the 
matter, and Mr. Monk has been in conference 
with the attorneys of the Chrysler Motor Cor- 
poration. Commisioner Monk is not prepared 
at this time to make any statement on the sub- 
ject, but it is hinted that his stand will be of 
very general interest. 

Rebating Case.—The first case ever tried 
in Springfield involving rebates, was heard last 
week, and Harry Saltzman was fined $25 for 
“splitting prentiums.” The court holds that the 
recipient of the insurance rebate is equally 
culpable with the agent. The decision of the 
district court has been appealed and the case 
will come up. 

Pressure System Nearing Completion.— 
The last link in the twelve-mile high pressure 
system in Boston, which has been under con- 
struction for the past few years, will soon be 
completed. A contract was awarded last week 
for approximately $70,coo for laying these 


high pressure mains on Summer, Congress, 
Richmond, Fulton and Lewis streets, connect- 
ing with Atlantic and Dorchester avenues. 


Bonds will doubtless be required. 
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J. W. Longnecker Standardizes Company 
Publications 

At the recent Briarcliff convention of the 
Insurance Advertising Conference, J. W. Long- 
necker presented his views in favor of stand- 
ardizing the size of all magazines. He is ad- 
vertising manager for the Hartford Fire In- 
surance Company and its affiliated companies, 
and he now announces that, beginning with the 
August issues, the house organs of four of 
the companies will conform to the three-col- 
umn standard which he suggested, the type 
being ten and three-sixteenths inches 
deep by inches wide. This was the 
standard size that was recommended by one 

[ United States Government Bureaus, 


page 


seven 


of the 
just before the close of the war, for adoption 
by weekly newspapers and mugazines. 

The company papers thus being standardized 
are the Hartford Agent, issued by the Hart- 
ford Fire; The Citizens, which is the publica- 
tion of the Citizens of St. Louis; Federal 
Facts, gotten out by the Federal of Jersey 
City, and Sterling Service, published by the 
Sterling Fire of Indianapolis. 





Fireproof vs. Fire-Resistive 
(Concluded from page 15) 


being printed at the Boston office of that Asso- 
ciation : 

“Fire-Resistive—The term  ‘fire-resistive’ 
shall be applied to all material and construction 
which will comply with the fire tests specified 
under ‘fire-resistive classification’ following: 

“Note—The use of the term ‘fireproof’ is 
recommended to be discontinued. This general 
term has been erroneously applied to buildings 
and materials of a more or less fire-resistive 
or incombustible nature. Its indiscriminate use 
has produced much misunderstanding and has 
often engendered a feeling of security entirely 
unwarranted.” 

I have taken the liberty of calling your at- 
tention to these references merely to let you 
know that the subject is one which has not 
been overlooked. 

Yours very truly, 
Ira H. Wootson, 
Consulting Engineer,, National Board of 
Fire Underwriters. 

New York, July 31, 1925. 

The clipping referred to early in Mr. Wool- 
son’s letter reads as follows:- 

27. Fireproof. As used in this Code, ex- 
cept as elsewhere prescribed by test for partic- 
ular types of construction, refers to materials 
or construction not combustible in the temper- 
atures of ordinary fires, and which will with- 
stand such fires without serious impairment of 
their usefulness for at least one hour. 

Note.—It is recognized that the term “fire- 
proof” is misleading and should be abandoned 
for the more correct term “fi 





fire-resistive”: but 
until the latter term has been authoritatively 
defined in a manner expressive of its elastic 
interpretation, it seems advisable to continue 
the use of the more common word. 


E. M. Ackerman Returns to Chicago 

Edgar M. Ackerman, for the past year asso- 
ciate editor in New York of the Insurance 
Field, has- returned to Chicago, where he will 
be associated with Thomas R. Weddell in the 
office there of the Insurance Field. Prior to 
leaving Mr. Ackerman was given a luncheon 
by his contemporaries in the insurance jour- 
nalistic field in New York. 
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To Our Agency Force: - 


YOUR LIFE IS PRICELESS, isn't it? Well, the "OTHER FELLOW'S" is ¥? 
WORTH just as much. Do you THINK you could buy it? Hardly! NOT IF 
YOU HAD THE WHOLE WORLD TO GIVE! 


Now THINK a little bit about automobile accidents THAT RESULT IN 
DEATH. 


They are happening ALL the time. EVERY day the "PLEASURE CAR" of 
somebody becomes the "DEATH CAR" of somebody. A TRANSFORMATION as 
SUDDEN AND UNEXPECTED AS IT IS HORRIBLE. 


BE THIS AS IT MAY, don't you SUPPOSE the family of the DEAD MAN, 
WOMAN OR CHILD, will ask a BALM in the way of a cash settlement? 


WON'T THEY ASK JUST AS MUCH AS THEY THINK THEY CAN GET? Won't the 
jury GIVE A VERDICT for ALL THE DEFENDANT CAN PAY? 


THE ORDINARY $5,000-$10,000 LIABILITY LIMITS on automobile coverages 
mean NOTHING in a case like this. $10,000 to the family bereaved 
from THE LOSS OF FATHER, MOTHER, SISTER, BROTHER, SON OR DAUGHTER is 
no COMPENSATION for such loss. If the family CAN GET MORE, they are 
GOING TO DO IT. 


THIS BRINGS US TO THIS THOUGHT - 


AUTOMOBILE LIABILITY SHOULD BE INCREASED. It costs VERY little to do 
it. For instance - $5,000-$10,000 limits are manual rates, $10,000- 
$10,000 limits are manual plus 10%, and $10,000-$20,000 limits are 
manual plus 20%. 


LIABILITY LIMITS OF EVERY KIND can be increased at a SMALL cost. 

You very probably KNOW of some particular case that was settled for 
five or ten thousand dollars MORE than the Liability Limits under the 
Assured's policy. This means that the EXTRA FIVE OR TEN THOUSAND 
CAME OUT OF THE ASSURED'S POCKET. It would have been MUCH cheaper 
for him to have INCREASED his LIABILITY LIMITS. If you'll THINK THIS 
OVER, we're SURE you'll see the SELLING POSSIBILITIES IN INCREASED 
LIABILITY LIMITS. 


Yours for the limit, 
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IOLATIONS of the casualty acquisition 
V cost rules still exist, if one judges by the 
various investigations being conducted with re- 
gard to conditions in different localities; but 
many executives feel that infractions will grad- 
ually be done away with and that the rules are 
generally successful. Granted that this is so, 
and granted also that the majority of execu- 
tives really want rules of this kind, it is time 
to point out that, as originally agitated by 
Francis R. Stoddard, Jr., former insurance 
superintendent of New York, the rules were 
intended to apply to surety lines as well as to 
casualty business. From the casualty stand- 
point, they have been put into effect; but what 
about the surety aspect? It is not probable 
that any company or company official will care 
to play a leading part in applying such rules 
to surety and fidelity operations, yet some, per- 
haps a majority, feel that this course is practi- 
cal. Apparently, then, it is up to the man who 
is now superintendent of insurance for New 
York and whose efficient methods made the 
casualty acquisition cost rules an accomplished 
fact. Mr. Beha’s views on the subject would 
be interesting. 


JARNING against entering places where 
air does not circulate is given by Dr. 
Thomas T. Read, safety service director of the 
United States Bureau of Mines. Dr. Read 
points out that old wells, caves, cellars, mines 
and similar spots are apt to be filled with 
“black damp,” which is the name given by 
miners to air from which the oxygen is gone 
and which consists mainly of nitrogen and car- 
bon dioxide. Persons who unsuspectingly 
enter places where “black damp” exists, says 
Dr. Read, “will die as quickly as by drowning.” 
The proper method for testing air thought to 
he devoid of oxygen is to lower a lamp into it. 
If the flame burns steadily, one may enter. 
If not, circulation of pure air should be 
brought about before entrance is attempted. 
OTORISTS frequently dispute the ques- 
tion as to which car has the right-of- 
way when one vehicle is being driven along a 
toad or avenue which another wishes to turn 
into or cross. The general rule that fits all 
such cases, and applies as well at crossings and 
intersections, is: “The car on the right has the 
right-of-way.” In the trial of Mathes vs. 
Aggeler, 178 Pac. (Cal.) 713, the California 
court affirmed that “the statute positively gave 
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to the defendant the right-of-way at the inter- 
section, unless she was so far from the inter- 
section that she would not come within the 
definition as a person approaching the inter- 
section.” Referring to the rule already stated, 
the same decision says: “It is obligatory upon 
the drivers of automobiles to observe this rule 
of the right-of-way, and if one ignores and 
violates this and an accident results thereby, 
he has been guilty of contributory negligence, 
which bars any recovery from the other party 
for resulting damages. In the interests of 
safety upon our streets, this rule cannot be 
too strongly emphasized and rigorously en- 
forced.” Sic! 


New York Motorists Warned to Respect 
Pedestrians’ Rights 


Deputy Police Commissioner Barron Collier, 
of New York, has announced that seventeen 
fewer persons were killed by automobiles in 
that city during July of this year than were 
so killed during July of 1924. He attributes 
this reduction, in large part, to the distribution 
of white warning cards to “jaywalkers.” So 
satisfied is the police department with the re- 
sults of these cards that it is now planned to 
distribute similar warnings to motorists. 

The automobile drivers’ warning cards will 
be red in color and deliver the following mes- 
sages: 

The police warn you: 

To avoid blocking the way for the pedes- 
trian when stopping for cross traffic. 

To avoid starting before pedestrians who 
are crossing in front of you can get clear. 

To refrain from turning corners quickly, 
carelessly or driving too fast. 

Pedestrians are urged to use only regular 
‘rossings and to look both ways, but motor- 
ists must help protect them. 

Last year motors killed 10145 persons in New 
York city. We must stop this. 


Heads Texas Compensation Bureau 

Austin, Tex., August 3—Fred R. Harris, 
formerly of Denton, Tex., has been appointed 
chief of the workmen’s compensation bureau 
of the State Fire Insurance Commission, it was 
announced by G. N. Holton, member and secre- 
tary of the Commission. Mr. Harris will suc- 
ceed W. B. Shoe, who resigned on June tr. 

At present, Mr. Harris is head of the work- 
men’s compensation division of the Indiana 
Fire Insurance Commission, and is performing 
work very similar to the work he will perform 
at Austin. His headquarters are at Indian- 
apolis, and he will take charge of the Texas 
bureau August 17. Mr. Harris’ one 
of the highest salaried in the Fire Insurance 
Commission. 


post is 





COMPANY WINS SUIT 


Union Indemnity Deal With North- 
western Approved by Court 


MANDATORY INJUNCTION ISSUED 


Wisconsin Commissioner and State Rail- 
road Commission Directed to Issue 
Permit for Stock Transfer 

Mapison, Wts., Aug. 3—The Union Indem- 
nity, New Orleans, has won its suit against the 
Wisconsin Insurance Commissioner and_ the 
Railroad Commission of the Badger State, 
wherein it sought court approval of the stock 
transfer deal which its officers had arranged 
with the officials of the Northwestern Casualty 
and Surety Company of Milwaukee. A manda- 
tory injunction has been granted directing W. 
Stanley Smith, Wisconsin Insurance Commis- 
sioner, and the Railroad Commission to issue 
a permit, authorizing the stock exchange to the 
Union Indemnity. 

The case has been hanging fire for months. 
Commissioner Smith announced that the deci- 
sion would be appealed to the supreme court, 
where it will probably be heard at the October 
term. Before the circuit court, Commissioner 
Smith was represented by M. B. Oblbrich, 
Madison, and the intervening stockholders by 
J. B. Shaw, Milwaukee. The Union Indem- 
nity Company was represented by B. A. Salt- 
zalein, Milwaukee; some minority stockhold- 
ers by Walter Bender, Milwaukee; and the 
Wisconsin Railroad Commission by T. E. 
McIntosh, assistant attorney-general. 

It will be recalled, from previous articles in 
Tue Specrator, that at the time the stock 
transfer arrangement hetween the two insur- 
ance companies was first projected, Commis- 
sioner Smith ruled that the Union Indemnity 
must get a permit from the Wisconsin Rail- 
road Commission to sell stock in that State. 
The Railroad Commission was ready to com- 
this but Commissioner 
Smith also held that the basis of stock ex- 
change should be altered and that the Union 
Indemnity should pay a greater price for the 
Northwestern’s stock than was originally 
decided upon. 

The decision in the case, rendered by the 
Circuit Court of Dane county, at Madison, 
Wis., and forecast in THE SpecTator last week, 
says in part: 


ply with suggestion, 


That plaintiff (Union Indemnity) and the 
intervening stockholders of the Northwestern 
Casualty and Surety Company are entitled to 
a mandatory injunction directing the defendant 
Commissioner of Insurance te approve and the 
defendant Railroad Commission to issue the 
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permit applied for by the plaintiff company 
on May 22, 1925. * * * 

The fact that the Commissioner in the matter 
here discussed expresses his determination to 
approve if the basis of exchange is made five 
and four-tenths shares to one instead of four 
and four-tenths to one shows that he did not 
base his determination on any of the grounds 
of alleged illegality now urged by his counsel. 
If he had considered the exchange illegal, he 
would have disapproved it in its entirety and 
not given it his conditional approval as he did. 


The proof establishes without controversy 
that the proposed exchange of stock will not 
only work no fraud upon those who propose 
to accept the stock for that of the Northwest- 
ern Company, but it also establishes the fact 
that this exchange will be to the advantage of 
the holders of Northwestern. In fact, the proof 
shows that liquidation and large losses to 
Northwestern stockholders is reasonably cer- 


tain to follow unless this exchange is made or 
some other plan worked out to give the North- 
western a larger working capital. 

So far as the record discloses the issuing of 
this permit will be the most effective way of 
preserving the assets of the Northwestern for 
its stockholders and for those.for whose bene- 
fit it has issued its policies. The Commissioner 
did not attempt to controvert these facts upon 
the trial. The proof at the hearing before the 
Commission leads to but one conclusion, the 
one that was reached by the Railroad Commis- 
sion: 

The proof at the trial discloses a change in 
the condition of the Northwestern since the 
hearing before the Commission that leaves no 
doubt that the Commission reached the correct 
conclusion. * * * We are thus confronted 
with a situation where the plaintiff and the 
intervening stockholders are entitled to a per- 
mit which has been withheld solely because the 
Commissioner of Insurance has not given his 





in premiums! 


FIDELITY and DEPOSIT 
COMPANY 


BALTIMORE 


Bonds’ and 


Insurance 


Fidelity and Surety 


Burglary 


ONE OF MANY 


FE represents the F. & D. in a town 
which has a population of only 300. 
In 1922 his Fidelity and Surety premiums 
amounted to $30. In 1923 they climbed 
to $428, and in 1924 to $910. 


So far this year he has written $9,905 







He is only one of many who have proved 
to their own satisfaction the truth of 
the F. & D.’s frequently reiterated state- 
ment, ‘“There are prospects for Fidelity 
and Surety business in every community, 


regardless of its size.”’ 














































Sp. 79 
PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 

If you are not already adequately repre- 
sented in this territory | will be glad to have 


full information regarding an agency connec- 
tion with your Company. 
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approval and where such refusal to approre 
is not based upon any proof or any leg, 
grounds which give the Commissioner the right 
to withhold such approval. ; 

Our system of jurisprudence affords a rem, 
edy for every wrong. The plaintiff and the 
intervening stockholders have _ suffered 4 
wrong and are entitled to a remedy, * * + 
There being no evidence to sustain the Com. 
missioner that the proposed basis of ¢,. 
change did not seem fair, just and equitabl 
the plaintiff and the intervening stockholders 
of the Northwestern are entitled to the ap. 
proval of the Insurance Commissioner and th 
issuance of the permit... This result can beg 
be attained by a mandatory injunction directa 
to both the Railroad Commission and to the 
(‘ommissioner of Insurance. 


Becomes Candidate for New York 
Alderman 

William J. McAuliffe, “contact man” and 
attorney on the staff of the general coune 
of the Equitable Surety Company, New York 
city, has been selected Democratic candidate 
for alderman of the Tenth Assembly District 
there. This is the district of which George 
W. Olvany, leader of Tammany Hall, is chief. 
Mr. McAuliffe, whose summer home is in the 
Lido section of Beach, was _ recently 
given an ovation by his friends there. He is 
well-known in the insurance business, having 
been with the National Surety for five years, 
His alder- 
manic campaign is being managed by George 
Shuler, former New York State treasurer, and 
Jonah Goldstein. 


Long 


and is an experienced executive. 
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INSURANCE 
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UP-TO-THE MINUTE SERVICE 
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AUTOMOBILE ACCIDENTS 





Figures Issued for Period from 
January 1 to July 18 





2511 DEATHS IN 57 CITIES 





33 Municipalities Show More Fatalities 
This Year Than in 1923 


The United States Department of Com- 
merce announces that reports of automobile 
fatalities in 1925 have been received from 77 
cities of 100,000 population or more. Thirty- 
six of these cities show more automobile fatali- 
ties in the four-week period ending July 18 
than in the previous four-week period. The 
following seven cities show no fatalities for 
the last four weeks: Bridgeport, Norfolk, 
Oakland, Oklahoma City, Spokane, Springfield, 
Mass. and Tacoma. New Bedford, with two 
deaths, still holds the record for 1925. 

For 
of 27 million, there were 2511 automobiles 
fatalities reported in the period January 1 to 
July 18, 1925, as contrasted with 2438 such 
fatalities in the period January 1 to July 31, 
1923. Of these 2511 deaths, 418 or 17 per cent, 
were reported in the four-week period ending 
July 18, 1925. 

Of the 65 cities for which comparisons are 
possible for the early months of 1923 and 1925, 
33 show more automobile fatalities reported in 
the period January 1 to July 18, 1925, than 
occurred in the first seven months of 10923. 

So far this year New York city has reported 
$01 automobile fatalities, Chicago, 209: Phila- 
delphia, 149; Detroit, 127, and Los Angeles, 
122, while for the last four-week period the 
figures are: New York city, 76, Chicago, 45; 
Philadelphia, 33; Detroit, 25, and Los Angeles, 
14, 


57 cities with an aggregate population 


No Referendum on Massachusetts Com- 
pulsory Auto Bill 


Boston, Mass., August 4.—The opposition 
to the bill providing for compulsory automo- 
bile liability insurance has been abandoned. 
The bill passed by the legislature provides for 
insurance against bodily accident, and the at- 
tempt to secure sufficient signatures for a ref- 
erendumt on the bill proved unsuccessful. ° 

Now that no petition for a referendum has 
been been filed, the new law becomes opera- 
tive January 1, 1927. 





Winding Up Affairs of Equitable Surety 
of St. Louis 

St. Lovis, Mo., August 4.—By agreement 
with State Superintendent of Insurance Ben 
C. Hyde a fee of $7500 has been allowed to the 
law firm of Mortan Jourdan and Fred L. Eng- 
lish and an equal amount to Thomas M. Pierce, 
attorney, for legal services in connection with 
the liquidation of the Equitable Surety Com- 
Pany of St. Louis. 

The attorneys represented the Missouri In- 
surance Department, which took charge of the 
Msurance company’s affairs on July 2, 1910. 


The St. Louis Circuit Court recently ordered 
Mr. Hyde to liquidate the company and to sell 
off the securities on deposit with the depart- 
ment for the benefit of creditors. 

The petition for the $15,000 in fees repre- 
sented that the petitioners had been receiving 
a joint retainer of $250 a month but this was 
in connection with ordinary and usual legal 
matters. 

The extra compensation was asked for on 
the grounds that the attorneys were required 
to render unusual and extraordinary services in 
matters not contemplated nor covered by the 
retainer. 

Preferred creditors of the company have 
been paid in full, while general creditors to 
date have been paid 15 cents on the dollar. 
The sale of the remaining assets, including the 
deposits with the Missouri department, will net 
a sum sufficient to pay off general creditors. 
These assets have a value of $430,5c0. 


NEW COMPANY ORGANIZED 
Will Write Mortgage Guarantee Bonds 

INDIANAPOLIS, IND., August 4.—The Bank- 
ers Guarantee and Insurance Company has been 
organized at South Bend. The company will 
write title insurance, and insurance guarantee- 
ing payment of interest and principa! on first 
mortgages and first mortgage bonds and cer- 
tificates. 

The new company is headed by Francis M. 
Jackson, president. Other officers are: Harry 
G. Schock, vice-president; N. F. May, secre- 
tary; Elmer E. Rodgers, treasurer, and Ro- 
land Obenchain, director. 





New Company’s Incorporators 


The incorporators of the Taxicab Independ- 
ent Owners Auto Mutual Casualty Company, 
notice of whose organization appeared in THE 
Spectator recently, are as follows: Harold 
R. Schermeyer, William H. Clark, Isidor 
Nable, Alexander Grodner, D. F. O’Connell, 
Vincent J. O’Brien, Joseph W. Bulger, Anna 
Clark, Meyer Miller, Byron G. Knapp, George 
Weiss, Louis Rothstein, Harry Stone, David 
Feldman, Joseph A. Walker, Daniel T. Kam- 
rass, Julius Levinson, Aleander Kaplan, 
Henry Drexeler, Bernard Wolf, Jacob War- 
shaw, Martin Muller, Harry Most, John F. 
Reilly, James F. Murphy. 


Hugo, Levy & Roe Organized 

Francis M. Hugo, former Secretary of State 
for New York and long connected with the 
National Surety Company, has combined with 
E. B. Levy, Samuel Wallack and Murray H. 
Roe, to form the brokerage house of Hugo, 
Levy & Roe, Inc. The firm has offices at 1440 
Broadway, New York city, and began opera- 
tions on August I. 


Issues New Rate Card 
The Lincoln Casualty Company of St. Louis 
has compiled a new and up-to-date rate card 
for the convenience of its agents and brokers. 
Simplicity and accessibility were the features 
aimed at in preparation of the card. 
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REVISES SCHEDULE 





Rates Changed on Ammunition and 
Explosives 





EFFECTIVE AS OF AUGUST 1 





Compensating Inspection Rating Board 
Announces New Minimum Premiums 
The Compensation Inspection Rating Board, 

New York city, has announced changes in rates 

for ammunition and explosives. The revised 

schedule goes into effect as of August 1 and, 
in addition to the altered rates, new minimum 
premiums are stipulated. 

The changes in rates, as well as the classi- 
fications to which they apply, are as follows: 

Cartridge manufacturing, charging and load- 
ing, all operations involving the handling of 
explosives and the mixing of fulminate (no 
explosive or fulminate manufacturing, rate 
$10.13, minimum premium $6r. 

Block or blasting powder manufacturing, in- 
cluding the manufacture of mixtures in which 
black powder is the principal ingredient, all 
employees, including drivers, chauffeurs and 
their helpers, rate $15.71, minimum premium 
$80. 

High explosives manufacturing, all em- 
ployees, including drivers, chauffeurs and their 
helpers; includes the manufacture of explo- 
sives recognized by the Bureau of Explosives 
as “high explosives,” such as dynamite, picric 
acid, chlorate powders, nitrate ammonia pow- 
ders, nitro-cellulose (guncotton), trinitrotoluol, 
nitro-starch, nitro-glvcerine, etc.: rate $11.40, 
minimum premium $67. 

Smokeless powder manufacturing, no manu- 
facturing of high explosives, all employees, in- 
cluding drivers, chauffeurs and their helpers 
(N. P. D. with 4773 “Hich Explosives Manu- 
facturing”), rate $7.68, minimum premium $48. 

Cap primer and detonator manufacturing, 
including loading and mixing of fulminate, all 
employees, including drivers, chauffeurs and 
their helpers (N. P. D. with 4799 “Black Pow- 
der Manufacturing” and 4773 “High Explo- 
sives Manufacturing”), rate $15.71, minimum 
premium $8o. 


Program of Internat*onal Claim 
Association 

Arrangements for the program to be fol- 
lowed during the coming convention of the In- 
ternational Claim Association at Montreal, 
Canada, on September 14, 15 and 16 are near- 
ing completion. Harlan S. Don Carlos, of the 
Travelers, who is chairman of the program 
committee, has announced that Harry C. Bates, 
assistant to the general attorney of the Metro- 
politan Life, will speak on “Accident Insur- 
ance and Its Relation to Life Insurance Poli- 
cies Carrying Disability and 
Double Indemnity Provisions.” 

L. A. David, K.C., will discuss the law of 
Quebec as it relates to the settlement of claims, 
and Dr. C. R. G. Forrester of Chicago will 
read a paper on “Syphilitic Infection and 
Tubercular Infection of .the Bone.” 

Double indemnity provisions as applied to 
passengers of aircraft used for commercial 
purposes will be the topic discussed by George 
Yancey, of the legal firm of London, Yancey 
& Bower of Birmingham, Ala. Other speak- 
ers, together with the topics they will choose, 
will be announced soon. 
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THE DEMAND FOR AN OUTLET FOR] CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITYEAND OTHERECASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - -  $4,439,946.82 
Capital - - - - 750,000.00 
Surplus - - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 
Reserves . - - - 2,200,980.45 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 




















Central States Life 


Insurance Company 
St. Louis, Mo. 








General Agency Openings 


in 
FLORIDA — ILLINOIS 
TEXAS MINNESOTA 
UTAH SOUTH DAKOTA 





Assets $6,500,000 





Insurance in Force 
$65,000,000 


PENNSYLVANIA 
CASUALTY COMPANY 


LANCASTER, PA. 


Has openings for Progressive General and District Agents 
to handle all forms of Health and Accident Insurance. 


PENNSYLVANIA MARYLAND 
OHIO DISTRICT OF COLUMBIA 
NEW JERSEY DELAWARE 


Executive Offices 


COMMONWEALTH BLDG., PHILADELPHIA, PA. 




















DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 


Specialists in Fidelity and Surety Bonds exclusively. 
We give SERVICE. ‘This means an increased pre- 
mium account. 

SERVICE is a much abused word—all of us talk it— 
some of us give it. 

We have agency territory available in the following 
States: 


Arkansas Kentucky North Carolina 
California Maryland North Dakota 
Colorado Massachusetts Ohio 
Connecticut Michigan Oregon 

Dist. of Columbia Minnesota Pennsylvania 
Florida Mississippi South Carolina 
Illinois Missouri Tennessee 
Indiana Nebraska Texas 

Iowa New Jersey Virginia 
Kansas New York West Virginia 


Wisconsin—Wyoming 


Correspondence solicited 


Large qualifying power 
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MAY FORM NEW COMPANY 





Pacific Coast Interests Considering 
Casualty and Surety Organization 





PROMINENT OFFICIALS TAKING PART 
William B. Joyce, C. H. Crawford, H. K. 
Dent and Rolph-Swett, Inc., Said to 
Be Evolving Plans 
The new casualty and surety company on the 
Pacific Coast, rumors of which have been go- 
ing the rounds for many weeks. is emerging 
from the plasmic to the embryonic stage. If 
nothing interferes with plans now in the mrak- 
ing, the company may be actually formed in 
the near fi.ture. It is understood that the 
Rolph-Swett Company, Inc., of San Francisco, 
is the active agent behind the venture. ‘This 
company is headed by James B. Rolph, Jr., 
and W. B. Swett. Mr. Rolph is mayor of 
San Francisco and is also a well-known ship 
owner and importer. ‘!t is reported that Wi!- 
liam B. Joyce, chairman of the boar’s of the 
National Surety and New York Indemnity 
companies is personaliy interested in the pro- 
posed organization, together with Robert Dol- 
lar, marine magnate, and E. L. Doheny, the oil 

man. 


Mr. Joyce Is SILent 


When interviewed by a representative of 
Tue Specrator, who called at the office of the 
National Surety, Mr. Joyce declined to com- 
ment on the proposed company. “Any infor- 
mation had better come from Mayor Rolph, if 
he is in the East, don’t you think?” he queried; 
‘For me to comment on it wouldn’t be quite 
fair.” Mr. Joyce would neither admit nor 
deny that he was a motivating influence behind 
the suggested casualty and surety company in 
San Francisco. Just why he did not think a 
comment from him would be “quite fair” he 
did not explain. 

Rumors regarding the formation of a new 
casualty and surety company in San Francisco 
have been afloat for a long time and it is gen- 
erally understood that the reinsurance facili- 
ties of the company, if and when launched, will 
be taken care of by the National Surety. It 
is expected that the bulk of the new company’s 
writings will be surety business. 

In furtherance of its policy of keeping in 
constant touch with all points of the country 
and obtaining first-hand data on all topics, THE 
SPECTATOR presents the following dispatch 
from its own correspondent on the coast: 


CALIFORNIA REPORTS 


Los AnceLes, Cauir., August 4.—It is re- 
Ported here and in San Francisco that J. B. 
Rolph, Jr.-W. B. Swett Company are organ- 
ing a new casualty and surety company to be 
‘he running mate for their Security Insurance 
ompany. The new venture is planning for a 
head office in San Francisco. Besides Mr. 
Rolph, who is mayor of San Francisco, and 
W. B. Swett, those reported interested in the 
idea are the mayor of Portland, Ore. and 
President H. K. Dent, of the General Insur- 
ray Company of America, Seattle. President 


- Tl. Crawford, of the Security Insurance 


Company, said here to-day that all was in BANK SUES ON SURETY BOND 


embryo; that no definite plans had been decided Company Denies Liabiilty in Litigation 
on; and_ that nothing would be done until Over $26,000 Claim 

Mayor Rolph returns from Washington, D. 

C., where he is now engaged as editor of the St. Louis, Mo., August 4.—The Telegraph- 


confidential air-mail report. ers’ National Bank of St. Louis has filed suit 
— aa in the St. Louis Circuit Court against the 
Fidelity and Deposit Company of Maryland to 
collect $26,000 under a surety bond on cer- 
tificates of deposit discounted at the bank by 
Jerome B. McCutchan, former vice-president 
of the Interstate Casualty Company. 
ating in Austria, in many cases giving figures At the St. Louis offices of the Fidelity and 
from the balance sheets, mostly as of January Deposit Company it was stated that no error 
I, 1924, together with information as to the di- was made in the preparation of the depository 
rectors and officers, classes of business trans- bond; that the bond clearly stated in very large 
acted, dividends paid, etc. Among the com- type on its face that it ran only to Mr. 
panies listed are those domiciled in over McCutchan and the others named in the bond 
fifty countries throughout the world. The As- as beneficiaries; and that the bond was not 
securanz-Compass contains over 1070 pages to be assigned or transferred without the con- 
and may be ordered through The Spectator sent of the home offices of the bonding com- 
Company at $6 per copy. pany. The F. & D. has denied liability. 


Assecuranz-Compass for 1925 
That well-known year book, The Assecuranz- 
Compass, has now been issued for 1925 by 
Gustav J. Wichniowsky. This book contains 
data relating to hundreds of companies oper- 























LETTER VI 
HEELTH INSHURANCE FER HORSPITLE INMATES 
Deer Co, 


Theys a horspitle in Corncob whitch maks a speshialty uv lookin after 
folks whitch is lasier then they is sick. A lot of peepul frum all over our 
state and sum other states cums ter this horspitle and sets round and reeds 
and eets brekfust fude and rests and emagines they is gittin kurcd of 
sumpin they aint got and aint never had. Of kourse all these folks is 
got monie caus ef they hadnt they culdnt stan the xpense of loafin roun 
and doin nuthin like they does. Havin got this figgered out I desides to 
mysef that ever 1 of em outer hav heelth inshurance as they is all good 
rists in spite of the fack they thinks they is sick, so yestiddy I goes over 
to the horspitle and finds a duzen of these peepul sittin roun under a tree 
toegether and I xplanes my polcy and tells em how fer a very small 
premum I kin rite em heelth inshurance whatll pay there doctors and nurses 
bills and horspitle xpenses and ever | of em giv me a aplicashun fer our 
new and libral form of polcy, so I inklose the one duzen aplicashuns and 
will remitt fer the premums on same as sune as you sind the polcies and 
I kin deliver em. This will shorely leed to some moore good heelth 
inshurance busness as Im sertin I kin sell sum to the other folks whitch 
is now in the horspitle and possible later on to sum of the citzens of our 
town who kin onli be konvinced of a good thing by seein sumbuddy else 
try it furst. Pleese rush these polcies as I kneeds the monie whats tide 
up in the kommishuns and kant git it out til the polcies cum. 

Yores trooly, 
Sam Rustic, J P, 
Reel Estate, Inshurance, 
Butter, Eggs and Poltry. 
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FIDELITY ann SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE. 














CAPITAL, $2,450,000.00 
ASSETS, $8,358,829.722 SURPLUS TO POLICYHOLDERS, $3,468,675.94 


Union Inpemniry 
ssuoe, Company “i: ‘iden fae 


New Orleans 


























Atlantic Life Insurance Company 
RICHMOND, VIRGINIA 


General Agency openings available in: 


West Virginia Kentucky 

Alabama Georgia 

Michigan Texas 
North Carolina 


Assets more than $13,000,000 
HONESTY IS THE BEST POLICY 
























Equitable Life Insurance Company 
of the District of Columbia 


ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 


President : ° : ; - > - z HENRY P. BLAIR 

Vice President ° JOSEPH SANDERS 
2nd Vice President (Agency Supervisor) . . WILLIAM A. BENNETT 
Secretary > = “ ALLEN C. CLARE 
Actuary ° ; . GILBERT A. CLARE 


Main Office, 816 1th aici N. W. WASHINGTON, D. C. 

















MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


a< 




























The Continental is interested in having not only its 
agents but agents of other companies make as much 
money as they can.. The more prosperous a man is 
the better agent he becomes. 

Casualty and Surety facilities of the CONTINENTAL 
will increase your bank account. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, Pres. 
910 S. Michigan Avenue CHICAGO 
Accident and Health Non-Cancellable Accident and Health 


Topeka, Kansas. 





Rockford Life 
Insurance Company 


WANTS MORE 
SALESMEN 


Home Office: Rockford Trust Building 





Good Openings for Representatives in 
Illinois, Minnesota, Iowa, Ohio, Indiana and Michigan 


Apply Francis L. Brown, Vice Pres.-Secretary 

















MEN 
WHO 
THINK 








they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 
communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 
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MISSOURI COMPENSATION ACT 
SUSPENDED 
77,730 Sign Petition for Referendum Vote 
in 1926 


St. Louis, Mo., July 31.—Operation of Mis- 
souri’s Workmen’s Compensation Act, passed 
by the last legislature, was automatically sus- 
pended on July 22 when Secretary of State 
Becker certified that 77,730 persons had signed 
the petition asking for a referendum election 
on the act. This makes the act void until it 
has been passed upon by the voters of the 
State at the next general State elections to be 
held in November, 1926, unless the Circuit 
Court of Cole county should determine that 
sufficient of the 77,730 signers were fraudulent, 
etc, to throw out the petitions. However, no 
proceedings have as yet been instituted in the 
circuit court by the friends of compensation. 

Secretary Becker has not the authority to 
determine whether the signers of a referendum 
petitions are bona-fide. His function is merely 
to count the signatures which on their faces 
appear to be genuine, deduct names which have 
formally asked for the withdrawal of their 
signatures, and certify the final results. 

In his official report, Secretary of State 
Becker says that 571 names were not counted 
because proper requests for withdrawal had 
been received by his office in advance of the 
actual filing of the petitions, while 1098 names 
were discarded as defective. 


Security Union Casualty Reinsures 
Oilmen’s Reciprocal 

Cuicaco, Itt., August 4.—Following in the 
path marked by other reciprocals, in their 
transition from the inter-insurance plan to the 
stock company basis, is the Oilmen’s Reciprocal 
Association of Houston, Texas, which has been 
reinsured by the Security Union Casualty 
Company, a stock company which has started 
business with a capital of $100,000. 

The Oilmen’s Reciprocal Association was 
one of the largest compensation-writing, inter- 
insurance exchanges not only in Texas but in 
the country. It wrote, in 1924, approximately 
$700,000 in premiums. It claimed, as of De- 
cember 31, 1924, $369,000 total cash assets and 
a surplus in excess of $100,000. 


Casualty Actuarial Society’s Proceedings 

The Proceedings of the Casualty Actuarial 
Society, Volume XI, Part I, No. XXIII, has 
been issued and embraces 189 pages. Included 
in this number is a photograph of members 
Present at the tenth anniversary dinner, to- 
gether with a key list of those in the picture. 

President William Leslie’s address dealt 
with casualty problems from the public view- 
point, and past presidents I. M. Rubinow, 
James D. Craig and B. D. Flynn also made 


addresses. Papers were presented also on 


Burglary, Theft and Robbery Insurance, by G. 
F. Michelbacher and L. H. Carr: on The 
Needs and Prospects of an Educational Pro- 
gram in Insurance Law, by Richard Fondiller, 
and on Statistics in the Service of Insurance 
Administration, by Edwin W. Kopf. Mr. 


Rubinow’s address dealt with the Origin of 
the Casualty Actuarial Society, Mr. Craig’s 
with Relation of the Casualty Actuarial So- 
ciety to Other Scientifific Organizations and to 
the Insurance World, and Mr. Flynn’s with a 
Review of the Society’s First Ten Years and a 
Glance into the Future. 

Another interesting section of the proceed- 
ings deals with Actuarial, Statistical and Re- 
lated Organizations in the United States and 
Abroad, by Richard Fondiller and James S. 
Elston, and there are also book reviews, cur- 
rent notes and minutes of the meeting of No- 
vember 20, 1924. This number may be ordered 
at $1.50 per copy in paper binding through 
The Spectator Company. Bound volumes, in- 
cluding two parts, may be secured at $4 a set. 


Detroit Fidelity and Surety Establishes 
New England Department 


Homer B. McKee, president of the Detroit 
Fidelity and Surety Company, has announced 
the establishment by his organization of a New 
England department, with offices at 602 Insur- 
ance Exchange building, Boston. Harold F. 
Barnes, with the National Surety 
and Commercial Casualty in New England, 
has been made manager: and H. M. Inman, 
also a former National Surety man, has been 
appointed assistant manager. 

The Detroit Fidelity and Surety has also 
appointed Thomas J. O’Brien as special field 
agent and, already entered in 33 States, is 
planning admission to New Hampshire, Ver- 
mont and Rhode Island. 


formerly 


The Directory of Insurance Brokers 
The Directory of 
1925, an English publication, issued by Cawley’s 
Publicity Service, contains a list of insurance 
various countries, a 


Insurance Brokers for 


brokers’ associations in 
directory of insurance brokers in London and 
other cities and towns in the United Kingdom, 
arranged by places, and a directory of claims 
assessors in the United Kingdom. The book 
is well arranged and printed, and contains 124 
pages. It may be obtained at $2 per copy 
through The Spectator Company. 


C. C. Blackwell Appointed 


Boston, Mass., August 4.—C. C. Blackwell, 
connected with the Boston office of the Fidel- 
ity and Deposit Company, has been appointed 
assistant general manager of the Boston office 
of the Indemnity Insurance Company of North 
America. He will be assistant to D. W. 
Taylor, the general agent of the Indemnity for 
3oston and metropolitan district. His duties 
will be to take charge of bonding. 


F. P. Lawton on Board 

Maptson, Wis., August 3.—Frank P. Law- 
ton, Portage, has been appointed a member of 
the Wisconsin compensation insurance board 
by Governor John J. Blaine. He succeeds 
Thomas W. Broughton, who resigned to be- 
come connected with a Chicago insurance firm. 
The board is in charge of the enforcement of 
the compensation insurance law. 
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PRESIDENT MOSS MAKES 
STATEMENT 





Head of Union Indemnity Gives 
Views 





WILL REFINANCE NORTHWESTERN 





Both Organizations to Be Owned by In-= 
surance Securities Company, with 
Capital of $5,000,000 
Cuicaco, Itt., August 4.—Following the is- 
suance of a mandatory writ compelling Com- 
missioner Stanley Smith and the Wisconsin 
Railroad Commission to issue a permit for the 
merger of the Northwestern Casualty and 
Surety with the Union Indemnity, W. Irving 
Moss, president of the latter, made a personal 
statement to THE Specrator’s Chicago corre- 

spondent as follows: 

“Immediate steps will be taken to refinance 
the Northwestern Casualty and Surety Comm- 
pany which will emerge with a capital of $700,- 
000, which is ample to qualify the company to 
write all lines of casualty and surety business 
in all of the States, and with a net surplus of 
between $650,000 and $750,000. 

“Both the Union Indemnity Company and 
the Northwestern Casualty and Surety Com- 
pany will be owned by the Insurance Securities 
Company, Inc., of New Orleans, recently or- 
ganized with a capital in excess of $5,000,000, 
which assures ample funds for the develop- 
ment of both companies as their business pro- 
gresses, although, under common ownership 
and joint management, there will be no finan- 
cial relation between the Union Indemnity and 
the Northwestern. 

“Appeal will be made immediately for the 
Northwestern to enter all of the forty-two 
States in which the Union Indemnity is now 
doing business, and applications will be enter- 
tained for Northwestern agencies in those sec- 
tions where it is not now represented. Many 
applications have already been received.” 


Bureau of Mines Names Approved 
Apparati 


A total of 153 permissible explosives, a 
number of “explosion-proof” coal-cutting 
machines, permissible electric lamps, permissi- 
ble flame safety lamps, methane indicators and 
detectors, electric flash lamps, electric drills, 
shot-firing units, storage-battery locomotives, 
and different types of gas masks and mine 
rescue breathing apparatus are approved by the 
Bureau of Mines, Department of Commerce, 
in a list just made public. 


Death of R. M. Crossman 

Raymond M. Crossman, who was formerly 
connected with the Royal Indemnity of New 
York, and the Hartford Accident and Indem- 
nity of Hartford, but who went to Texas a 
year ago because of ill health, died at El Paso 
on July 31. Funeral service will be held to- 
day in New York. 
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Prominent Agents and Brokers 


Actuarial 


Actuarial 











REPRESENTING 
American Eagle Auto- National Union | New Amsterdam 
mobile Hartford National Hartford _ Casualty Co. 
American Equitable U.S. Fire 





LEON IRWIN & CO., Inc., New Orleans, La. 


Indemnity Company 











COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESsEE 
10 Jackson Place, N. W. Independent Life Building 

















Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insuranee 
State Pa. BROKERS’ LINES SOLICITED 
o 
Actuarial 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


| 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 











a 














Established 1865 by David Parks Fackler 


EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations 
Examinations 


50 BROAD STREET 


Valuations 


Consultations 





NEW YORK 


FREDERIC S. WITHINGTON 


F. A. 1. A. 


CONSULTING ACTUARY 


Midland Life Building 
Armour Blvd. & Main St., Kansas City, Mo. 





L. A. GLOVER & co. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 


























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 





Conservation Specialists 


The Otis Hann Company, Inc. 
‘‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 


References Covering Past 23 Years 








I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 
Workmen’s Compensation 


Liability and Casualty Lines 
Industrial Funds, ete. 


1600 Bankers’ Trust Bldg. 
Philadelphia 





























Woodward, Fondiller and Ryan 


CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 


Adjuster 














New York 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 


CHICAGO 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 


SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT. 




















Statisticians 














T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 











FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Building 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare cat- 
cellation and reinsurance schedules, of 
handle any job where the use of tabulat- 
ing machines or comptometers is de 
sirable. 


Phone: JOHN 1090 
50 John St. New York City 


—— 
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CAN LOAN MONEY IN TEXAS 


Attorney General Rules in Favor of New 
York Life and Other Companies 


AustIN, TEX, August 2.—Permission is 
granted to the big life insurance companies 
that withdrew from Texas eighteen years ago 
on account of the enactment of the Robertson 
Insurance Law, to return to Texas for the ex- 
clusive purpose of lending money, without 
having to comply with the compulsory invest- 
ment feature of the Robertson law, by Attor- 
ney-General Dan Moody in an opinion re- 
leased Saturday evening to John M. Scott, 
Commissioner of Insurance. 

The attorney-general, however, does not pass 
on the question of the liability of the insur- 
ance companies for taxes that may be due the 
State on premiums collected during the period 
that these companies are out of the State, or 
the accrued penalties which now run into sev- 
eral million dollars. 

Authority for the ruling of the attorney- 
general is based on act passed by the legisla- 
ture in 1909 which authorizes a life insurance 
company to enter the Texas field for the pur- 
pose of lending its funds in this State with- 
out being required to secure a certificate of 
authority to write life insurance in Texas. This 
law is known as Article 4700: 

“We think there can be no doubt of the in- 
tention of the legislature in passing this 
statute.” said General Moody’s opinion. “It 
was evidently considered desirable in the in- 
terest of the public to permit life insurance 
companies to enter the State for the purpose 
of lending their funds.” 

Those life insurance companies that desire 
to return to Texas for the sole purpose of lend- 
ing money in the State, will have to obtain a 
permit from the Secretary of State’s depart- 
ment, and such companies will not be under the 
jurisdiction of the department of insurance, 
the opinion stated. 

“In view of our holding that a foreign life 
insurance company,” continues the opinion, 
“which at one time was transacting a life in- 
surance business but withdrew owing no taxes 
to the State at the time of its withdrawal and 
which now desires to secure a permit to lend 
its funds in this State as provided by Article 
4790, but not to engage in the insurance busi- 
ness, will not be under the supervision of the 
Commissioner of Insurance, but under the 
charge of the Secretary of State and subject 
to all the laws relating to foreign corporations 
engaged in the loan business in this State, we 
deem it unnecessary to determine the liability 
of such company for any taxes claimed by the 
State to be due from such company as a life 
insurance company. We expressly but respect- 
fully decline to answer that portion of your 
inquiry, 

"Without deciding the liability of such com- 
Panies for the payment of such taxes,” the opin- 
ion adds, “we believe that the situation of such 
companies would not be changed by reason of 
their securing a permit under Article 4700 to 
lend their funds in Texas. If they are liable 
for such taxes. they would still be liable after 


such a permit is granted. If they are not 
liable prior to the granting of such permit, the 
mere authority given by the State to lend their 
funds in Texas would not cause them to be 
liable for such taxes.” 

This question was brought to the attention 
of the State officials a short time ago by Judge 
W. L. Hill, of Houston, who stated that the 
New York Life, the Mutual Life and Equitable 
Life, all of New York, desired to come back to 
Texas to lend money. 


CELEBRATES FIRST APPLICATION 
Seventy-Fifth Anniversary Results’ in 
Mile of New Applications for A=tna 
Life 
Hartrorp, Conn., July 28—A mile of new 
applications was on the way to the home 
office of the Etna Life Insurance Company 
to-day. Integral parts of this mile—each four- 
teen inches long—were coming from every sec- 
tion of the country—from cities, villages and 
cross-roads, from every corner, in fact, where 
an ZEtna-izer is on duty. Each field repre- 
sentative of the company was determined to 
write at least one application bearing the date 
of July 27, 1925, and from reports reaching 
the agency department last night, it is evident 

that none failed of his purpose. 

Monday, July 27, was the seventy-fifth anni- 
versary of the first application made to the 
7Etna Life, and in commemoration of that 
significant event, every 7Etna-izer in the United 
States and Canada was asked to duplicate the 
original document. 

Seventy-five years ago yesterday a young 
mane named George F. Tyler arrived in Hart- 
from Philadelphia. His Louisa, 
Mr. Tyler was a prosper- 


ford wife, 
accompanied him. 
ous coal dealer, and had made the long and 
tiresome journey to New England for the sole 
purpose of applying to the newly organized 
JEtna Life for a policy. 
company had no agents and no medical exam- 
except at the office. Mr. Tyler 
was a man deeply appreciative of the benefits 


In those days the 


iners home 
of life insurance, and was willing to subject 
himself to many discomforts and considerable 
expense in order that he might obtain a policy. 
That his wife shared these views is 
fact that she, willing to 
make the wearisome trip. 

The “tna Life in those days occupier 
room in the A<tna at 
street. When the Tylers entered, they 
felt the occasion 
the Etna Life it was infinitely more so, for 


evident 


from the too, was 


Fire building 38 State 
doubt- 
less was significant, but to 
the signing of that application was the first 
business transaction of a company destined to 
become the strongest multiple line insurance 
organization in the world. 

That was the first of more than a million 
applications made to the company in seventy- 
five years. 
sued a few days after the application was 
signed, the 7Etna Life had $so00 of insurance 


When Mr. Tyler’s policy was is- 


To-day the amount of insurance 
the company has in force is in excess of two 
billion dollars. 


eon its books. 


29 


One of Hartford’s contributions to the na- 
tion-wide birthday tribute was reported by Don 
Doolittle, of Shepard & Company, general 
agents for Central and Eastern Connecticut. 
When Mr. Doolittle received notice from the 
company that an application obtained by him 
would be needed to help complete the mile, 
he determined that not only would he send in 
an application, but that it would be signed by 
someone named Tyler. A search of several 
telephone directories revealed a George F. 
Tyler, which was exactly the same name as 
that borne by the first applicant. 

Mr. Doolittle found Mr. Tyler at his sum- 
mer home, Fort Trumbull Beach, Conn. When 
the nature of the agent’s mission was ex- 
plained, Mr. Tyler said he would gladly sign 
an application in honor of his namesake, who 
seventy-five years before had endured such 
hardships for the same privilege. 

“Who do you wish to name as beneficiary ?” 
asked Mr. Doolittle. 

“My wife, Louisa,” was the answer. 





TESTIMONIAL DINNER TO CLARK 


National Liberty Bids Farewell to Former 
Vice-President 


Herbert A. Clark, who recently resigned 
from the service of the National Liberty In- 
surance Company, and accepted a position with 
the Western department of another company, 
because of the desire of his family to remain 
in Chicago, was given a testimonial dinner by 
about forty of his associates in the company 
on the evening of August 3 at the Commodore 
hotel. 

President Kehr extended greetings to those 
present, and spoke feelingly of the long and 
faithful service of Mr. Clark and the regret 
of all over his leaving the company. Vice- 
President Coates acted as toastmaster. 

As tokens of the high esteem in which Mr. 
Clark is held, he was presented by Vice-Presi- 
dent Tompers, in behalf of the company, with a 
parlor grand piano; by State Agent Engle of 
Indiana, representing the Western department 
fieldmen, with a handsome diamond stick pin, 
and hy Agency Superintendent Deckert, for 
the Western department home office staff, with 
an engraved silver cigarette case. 

After numerous felicitous and complimentary 
speeches by many of those present, voicing the 
love and affection they held for Mr. Clark as 
an official and as an a man, the evening closed 
with the singing of “Auld Lang Syne,” led by 
Daniel B. Toomey of the Western department 
of the company. 





New Superintendent of Agents of 
Berkshire Life 


Fred. H. Rhodes, president of the Berkshire 
Life Insurance Company of Pittsfield, Mass., 
announces the appointment of J. S. Winings as 
superintendent of agencies, effective August 
1; 1626. 

Mr. Winings has served the company several 
years as general agent at Indianapolis, and is 
well fitted to assume the duties of superintend- 
ent of agencies. 
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ly Premium plan. 





ee te aaaaane _ 
Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for | | | 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 


Our Agents Have 


A Wider Field— 


An Increased Opportunity Because We Have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on a variety 


of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
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to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 

















They’ve Got the Goods 


A commercial salesman with hundreds of 
items in his line, offers possibly only one to 
this customer, and a certain few to another, 
according to his knowledge of what will ap- 
peal. But it takes all of them to arouse the 
interest of all his customers. He must have 


the goods. 





A Peoria Life agent has the goods; partici- 
pating and non-participating policy contracts; 
double indemnity and income disability bene- 
fits, special policies for children, and insurance 
for women on equal terms with men; all the 
staple plans, plus others with distinctively at- 
tractive Peoria Life features. 


He need never display all his wares to win 
one prospect. But having them all, he is 
prepared to meet any emergency, to satisfy 
any need. 


Peoria Life Insurance Company 


Peoria, Illinois 














THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York 
has a record of EIGHT Y-TWO YEARS of prosperous 
and successful business. It has passed through 
panics, pestilence and wars unharmed, and to-day, 
as a result of eight decades of endeavor, offers financial 
strength, reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 





The Mutual Life Insurance Co. 
of New York 


34 Nassau Street New York 
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Life Insurance Furnishes the Best Medium Through 
Which the Solvency of a Community Can 


Be Assured 


By Ancus ALLMonp, Superintendent of Agencies, Reliance Life Insurance Company 


There was a time when many bankers 
honestly believed that if they encouraged the 
customers of their banks to buy life insurance 
they would actually injure their banking busi- 
ness by causing the financial resources of the 
community to be reduced rhrough the with- 
drawal of money required for life insurance 
premiums. But that day has tong since passed. 
To-day the well-posted, up-to-date bankers are 
doing everything they can in reason to encour- 
age their customers, as well as others, to take 
out life insurance, if they can get it. 

The amount of life insurance carried by the 
citizens of any community determines more 
than anything else just how solvent that com- 
munity is financially. Yes, and morally as 
well. Bankers know that when anyone in a 
community dies without life insurance, his 
estate is usually insolvent. His home is sold to 
meet the mortgage; the family is scattered and 
frequently wrecked morally, as well as other- 
wise, because of lack of home influences, and 
whatever the deceased may owe to those in 
the community usually has to be marked off 
with other bad debts. 

Some years ago, a great epidemic swept over 
this country, carrying off many of the strong- 
est and best young men in every community. 
In the midst of that epidemic, a banker wrote 
requesting me to send into his community a re- 
liable, energetic insurance agent, as he wished 
that community made solvent. That banker 
had the “big idea.” But it is a dangerous thing 
for bankers to put off the encouraging of their 
Customers to buy life insurance until an epi- 
demic strikes their community, as life insur- 


ance can only be gotten when the applicant is 
M good health. 


Reliable statistics show that 85 persons out 
of every 100 dying in the United States to-day, 
do not leave any estate, aside from their life 
insurance, which is a mighty good reason why 
bankers should use their tremendous influence 
to encourage the carrying of life insurance 
policies by their customers, as well as others. 

IT have a pamphlet before me, recently pub- 
lished by a bank with assets of over $148,000,- 
000, which starts off by saying: 

“Being in a position to know so much of the 
ups and downs, the successes and failures, 
which have attended many people with whom 
it comes in daily contact, this bank believes in 
life insurance for many reasons, some of which 
are: 

“Few men complete their life work. Most 
men die in the midst of their activities, leav- 
ing uncompleted tasks, half-fulfilled plans. 

“Very likely in to-day’s paper was recorded 
the death of a man, whose family lives in a 
mortgaged home, and who hadn’t gotten around 
yet to the important matter of adequately in- 
suring his life. What.a difference it would 
have made to his family had there been a life 
insurance policy which would have freed that 
home from debt! 

“Every day witnesses the passing of men 
who, in life, had prospered fairly well, but had 
carried obligations, which, av the final reckon- 
ing of their estates, wiped out their equities. 

“Consider the prosperous business concern, 
the success of which rests largely on the life 
and health of one man. There are many ‘one 
man’ businesses. The house has occasion fre- 
quently to use a credit line at the bank. In 
granting credit, the bank feels much more se- 
considers loans with much more 
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cure, and 


favor, if the life of the strong man in the 
business is insured in its favor. 


A L&cITIMATE ASSET 

“S growing cash surrender value in a busi- 
ness men’s policy, indeed in any one’s policy, 
is an asset which may legitimately appear in 
a statement of assets. Going without life in- 
surance is placing a great burden of risk upon 
one’s enterprises. Carrying as good a line of 
insurance as one prudently can, will often savé 
to his estate much more than the amount of 
insurance itself. It will turn equities into un- 
impaired assets. Waiting till we ‘can afford’ 
insurance entails hazards that the prudent, seri- 
ous-minded person will avoid. 

“Paying the premiums into the bank in easy 
instalment is the best way to provide the pre- 
miums.” 


Pustic SHoutp Be Encovuracep To Buy LiFe 
INSURANCE 

You will see from the last paragraph quoted 
above, that this great bank with over 148 mil- 
lions of dollars of assets, is taking the trouble 
to encourage the public to open savings ac- 
counts for the purpose of accumulating life in- 
surance premiums, against the day when those 
I believe that the day is 
bankers everywhere will 


premiums fall due. 
fast coming 
make a practice of trying to get as many people 
as possible to open up insurance accounts with 
their banks, so that insurance premiums can 
be paid promptly when due and the solvency 
of the great estates of the people doing busi- 
ness through the banks would thereby be 
greatly increased and the financial strength of 
the community enhanced. 


when 
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LIFE INSURANCE EDUCATIONAL SECTION 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
unlimited production. 

Contract as good as the best, with exclusive 
rights. 

Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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Leon Harris, TDAH SS dsose cc cseravarnviesosscn es 185.000 James HW. Shively, Houston............-. 
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408,350 
102,500 
112,500 
500,000 
500,000 
147,500 
150,000 
150,000 
150,000 
195,000 
150,000 
150,000 
120,000 
125,000 
156,500 
212,500 
110,000 
285,000 
108,000 
135,000 
125,000 
100,000 
151,000 
247,000 
150,000 
105,500 
218,000 
128,000 
140,000 
112,000 
143,000 
110,000 
184,000 
270,000 
101,000 
110,000 
250,000 
120,000 
100,000 
310,000 
355,000 
104,500 
990,000 
357,000 
900,000 
110,000 
159,500 
139,000 
100,000 
150,900 
110,000 
120,000 
100,000 
500,000 
115,000 
235,000 
139,000 
125,000 
100,000 
112,500 
181,000 
109,000 
125,000 
180,009 
850,000 
101,000 
250,000 
132,000 
150,000 
100,000 
100,000 
150,000 
200,000 
265,000 
325,000 
105,000 
194,000 
700,000 
106,509 
195,000 
125,000 
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Robert G. Goss, Telephone............... 105,000 
F, A; Thompson, Temple... 000... ccssecs 110,000 
E. N. Boykin, Terrell........0ssscccsee. 123,500 
Touis ©, Perry,  Cesrel . cis ccc ce eewscne 159,500 
Eugene O. Barton, Waco................. 123,000 
Wl DD. aston, Wacds.cc csc ccc aie nccccnes 138,000 
William M. Foster, Waco................ 110,000 
William T. Herrick, Waco............0.. 150,000 
George K. McLendon, Waco.............. 130,000 
James M. Penland, Waco................. 165,000 
Roy B. Jones, Wichita Falls............. 325,000 
Joseph A. Kemp, Wichita Falls........... 155,000 
John O’Neil, Wichita Falls............... 100,000 
Robert M. Waggoner, Wichita Falls......, 200,000 


Methods of Paying Factory Workers 

The Policyholders’ Service Bureau of the 
Metropolitan Life Insurance Company, New 
York, has issued the third of its series of 
Methods of Compensation leaflets, under the 
title of Methods of Paying Factory Workers, 
This is a practical synopsis for business men 
of various plans in vogue, including the group 
plan of the Packard Motor Car Company, the 
plan of the Hudson Motor Car Company, the 
Westinghoue Electric plan, and individual jn. 
centive plans. This leaflet will be found of 
much interest by those conducting factories, 
and copies may be obtained for the asking 
from the Metropolitan Life Insurance Com- 
pany. 


Frank E. Matthews Appointed by 
Atlantic Life 

RIcHMOND, VA., July 27.—The Atlantic Life 
has appointed Frank FE. Matthews general 
agent for the Northern section of Georgia, 
with headquarters in Atlanta. Mr. Matthews 
was previously traveling supervisor for the 
Jefferson Standard, of Greensboro, N. C, 
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Notes on Sturm Sales Methods 

The following notes on S. W. Sturm’s sales 
methods were dictated by M. J. scien assist- 
ant superintendent of agencies: 

1 Hunt up men who are making money; 
men whose achievements guarantee that their 
future will be on an ascending scale, such as 
are graphically described in Leaflet Number 
B-1010, Sales Book No. 2. 

2, Get an interview with them by telling 
them you are calling on men in their class— 
that you are a purveyor of ideas. Ask them 
to put their modesty under their feet, and tell 
you the story of their business lives. If you 
succeed in getting them to talk, as you prob- 
ably will, they will find it difficult to reject 
your proposal when you make it. If they do 
not talk, tell them of the worth-while things 
they have accomplished ; tell them only of the 
things which you know to be true. In this way 
you do not flatter, but are inspiring them with 
thoughts of accomplishments in the future, 
which past accomplishments should give them. 

3. Ask your prospect to compare his pres- 
ent earnings with what he made at 21, and 
then picture for him the future; what his 
earnings will be in the next ten years. Then 
venture the prediction that they will be at 
least two or three times what they have been 
in the past fifteen years. Ask your pros- 
pect if it would not be worth something to 
him if he could live fifteen years. 

4. When a man raises financial questions, 
tell him that your business is not only to 
arrange his insurance but to discuss the finan- 
cial program relating to insurance. 

5. Tell him that we eliminate the uncer- 
tainty of time, that we guarantee that the 
profits of his future work will not be lost. 

6. Tell him that what he will accomplish 
in the next few years depends upon two things, 
his ability and time. 

7. Tell him that his ability is proved by 
his present success. 

8. Add that many an embryonic millionaire 
1s now in the cemetery. 

9. Tell him that what you propose is not 
a money-making scheme; that almost any man 
can make more money if he lives. That it is 
a plan to minimize the loss resulting from un- 
timely death. 

10. Tell him that in his day and age, man- 
agement, organization and ideas are what bring 
Profit, not capital. Consider the market value 
over the book value of many stocks. That it 
is the management of capital that produces 
earnings that reflect themselves in high mar- 
ket values. 

II, Tell him that you want to show him 
the value you see in his goods, in his ability. 

12, Ask him if after spending twenty years 
in building himself up in his business to a point 
Where he is just beginning to get a good re- 
turn, if he is going to leave that future in- 
Come-producing value unprotected. 

13. Tell him that what you wish to do is 
to guarantee to him what he is risking his 


(Concluded on page 38) 
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A Good Front vs. Too Good a Front 


By Frank H. WILLIAMS 


“We live and learn,” said the old-time life 
insurance agent, ruminatively, as he leaned 
back in his office chair and elevated his feet to 
the desk in front of him. “And one thing I’ve 
learned is to strike a good balance between the 
proposition of appearing prosperous and of not 
seeming to make too much money. 

“l’m a pretty good life insurance agent, if 
I do say so myself. I make a good sum of 
money each year and my earnings have been 
increasing right along. I’ve found that it 
helps me in getting business to let prospects 
know that I am prosperous. The average in- 
dividual likes to do business with a prosper- 
ous life insurance salesman, I find, because 
prosperity on the part of the life insurance 
salesman convinces the prospect that the agent 
has good insurance to sell. If the agent didn’t 
represent a good company it would naturally 
be thought that he couldn’t sell much insur- 
ance. Consequently a lack of the appearance 
of prosperity on the part of the life insurance 
salesman is always a black eye for him. 


“Most life insurance sales:aen thoroughly un- 
derstand this appearance of prosperity prop- 
osition. But I’m wondering if all salesmen 
have had my same experience with the proposi- 
tion of not appearing too prosperous. 

“T’ve sure had some interesting experiences 
along this line. 

“Formerly I had the idea that the bigger 
front I put up the more business I’d get. I 
thought that if I acted all the time as though 
I was making $15,000 or $20,000 a year, it 
would bring business to me. 

“Accordingly I talked about my big income 
all the time and about the large amount of 
money I was making and all that sort of 
thing. But several experiences made me cut 
out that line of talk entirely. 

“My first really startling experience along 
this line was with a big local manufacturer. I 
was after him hard for a big policy, but he 
sure was a hard man to get signed up. I tried 
all sorts of approaches and arguments with- 
out making much of an impression on him. He 
always seemed to look down on me some way 
and I couldn’t figure out any reason for it 
unless, perhaps, he thought I wasn’t making 
sufficient money to be in the same class as 
himself. 

“When I came to the conclusion that he 
looked down on me because he conceived my 
earning capacity to be small, I pulled a good 
line of big earnings’ talk on him. 

“T feel,’ I told the manufacturer, ‘that I 
can talk to you as a man who is just about as 
much of a success in making money as you 
yourself are. You'll probably be interested in 
knowing that I made more money last year 
than any other agent in this territory and my 
earnings this year will go ahead of last year. 
This, I believe, enables me to speak with 
authority when I talk to you about insurance. 
I know what the insurance needs of wealthy 
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men are and I realize what the problems of 
wealthy men are because I’m up against the 
same problems myself.’ 

“The manufacturer heard me all through this 
line of talk without saying anything. Then 
when I had finished he looked me over thought- 
fully for a few moments before saying any- 
thing. 

“What you say, he said finally, ‘is quite 
interesting, but it convinces me that I don’t 
want to buy any insurance from you. I’ve 
heard other men talk about your big income. 
You may be making as much as you say you 
are—but I want to say that if you are, you 
are getting altogether too much commission on 
each individual policy you sell. I used to be 
in the insurance business myself. I know 
about what this territory will produce and I 
know that to make as much money as you say 
you’re making you would have to get an ex- 
ceptionally high commission. Of course, I 
don’t want to pay you too much money for 
selling me insurance, so I think I'll lay off 
you.’ 

“That surely was a blow. It hit me right 
between the eyes and I didn’t know where I 
was at for some time. Finally I came to and 
began to do some stuttering and stammering 
in the effort to stage a come-back. 

“T told you about my income,’ I finally 
blurted out, ‘because it seemed to me that you 
were sort of looking down on me. It seemed 
to me that you didn’t buy from me because you 
considered me a salesman who couldn’t talk to 
you in big income figures because of a lack 
of personal experience with a big income.’ 

“ ‘No, said the manufacturer, ‘you’re entirely 
mistaken about mty attitude toward you. I’ve 
never looked down on you. I’ve simply been 
speculative when I looked at you. I’ve been 
wondering all the time if you are a four- 
flusher or not.’ 

“Wow! That was one of. the most dis- 
agreeable experiences I ever bumped into. I 
hate to think of it even now and the only 
reason I’m telling about it is because, perhaps, 
my experience and the lessons I learned from 
my experience will be of help to other insur- 
ance salesmen. 

“The things I learned from this particular 
experience and front some other rather similar 
experiences which, however, were not as dis- 
agreeable as this particular one, are these: 

“Don’t ever let the prospect get the idea 
that you are a four-flusher. To do so means 
that the prospect will lose confidence in you. 
No one can have much confidence in a four- 
flusher. And once the prospect loses con- 
fidence in you he loses confidence in the com- 
pany you are representing. This, in turn, 
means that it becomes almost impossible to put 
a sale across to such an individual. 

“Don’t be too anxious to appear prosperous 
and to have the reputation for being exception- 
ally prosperous. The average person realizes 
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Our Chain 
of Service 


The Service chain which The Lincoln 
National Life Insurance Company 
has been forging through the years 
is strong in every link. The links of this chain represent 
the; policyholder, the field man and the Home Office. 





The policyholder is assured service plus on his Lincoln 
Life policy because Lincoln Life agents are trained to 
sell their business ‘‘right’’ and to keep every promise. 
The field man is made to realize that he personifies the 
Company spirit in his territory, and to that end he is 
backed to the limit. The Home Office goes all the way 
in dispatching helpful service to both policyholder and 
field man. 


The strength of the Lincoln Life service chain is best 
understood by those who 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character"’ 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $370,000,000 In Force 











The Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 


PAID TO POLICYHOLDERS— 
Over $19,000,000.00 


INSURANCE IN FORCE— 
Over $138,000,000.00 


A. C. Tucker, President 
D. C. Costello, Secretary Wm. Koch, Vice-Pres. 

















The Prosperous Agent 
By William Alexander 


The carpenter does his work with plane and saw. 
The blacksmith with hammer and anvil. But the 
insurance salesman works without tools. He em- 
ploys his mind on the minds of other men. Hence 
the importance of making the most of his mental 
equipment. ‘The little book entitled ‘“The Prosper- 
ous Agent”’ deals with this subject in a practical way. 
It tells how the life underwriter can read his own mind 
and understand the minds of other people. It tells 
how his mental faculties can be developed and utilized 
in such a way as to increase his efficiency and con- 
sequently his earnings. 








PRICES: 
Cloth Binding, $1.50 Paper Binding, $1.00 
Discount in Quantities 
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To Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 
will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALP” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enabie tnem to sell some of. the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 


McManus & Kennedy, Hartford, say: 


‘“We have read it carefully, and we think it a very com- 
plete pamphlet, not only for individual assureds, but 
also for sub-agents and brokers.’’ 


$1.00 ver copy. 1000 copies—$490.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE Publishers 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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fully that the life insurance salesman makes 
his money on the sales he puts over. The aver- 
age person realizes that part of the money he 


; pays as an insurance premium goes to the agent 


who sells him. Most people, though, don’t pay 
much attention to this situation unless the 
agent flaunts his prosperity and his high earn- 
ings too extravagantly. When the agent makes 
too much of a prosperity showing, however, 
the prospect quite often starts wondering. He 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 








A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. 10-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts’ 
Organized 1851 
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wonders if the agent is getting a higher com- 
mission than other agents. And, when the 
prospect does this sort of wondering, he also 
starts wondering whether it wouldn’t be better 
for him to buy insurance from some other com- 
pany which doesn’t pay such high commissions 
to its representatives. 

“On the other hand, don’t ever let the impres- 
sion get around that you’re having a hard time 
to get along. Everything seems to conspire to- 
gether to give a kick to the man who is down 
and this is particularly the case with the life 
insurance salesman. Even if you aren’t doing 
so well, as may be the case with some new 
salesmen when they get over their first flush 
production be cheerful and enthusiastic. Tell 
people that the outlook for your business is 
fine. Tell folks you’re mighty glad that you’re 
in the life insurance businews. Be optimistic 
and enthusiastic and cheerful. Optimism and 
enthusiasm and cheerfulness make your own 
work lighter—and they are also contagious. 
The people to whom you talk will be infected 
with optimism and cheerfulness and enthusiasm 
themselves. They'll like to come in contact 
with you. And all this will result in your 
writing more business. 

“As I see it the thing to do is to strike a 
sane balance between these two extremes of 
appearing prosperous and of appearing too 
prosperous. The life insurance salesman, as I 
see it, should go his way as a conservatively 
successful citizen, as a man whose present busi- 
ness and future are well established. 


Northwestern National Holds 200 Million 
Convention 

The Northwestern National Life Insurance 
Company’s agency convention will be held at 
the home office in Minneapolis, Minn., on Au- 
gust Io and 11. This convention commemorates 
the passing of the two hundred million mark 
in insurance in force. Seventy-two agents have 
qualified for attendance by producing $125,000 
or over of paid-for business during the year 
ending July Ist. 

An attractive educational program has been 
prepared. The representatives will be wel- 
comed to Minnesota by Hon. Theodore Chris- 
tianson, Governor of Minnesota. C. T. Jaffray, 
president of the Soo Line Railway and chair- 
man of the Northwestern National's board of 
directors, will talk on the growth of the com- 
pany. The opening session, which is to be held 
in the new home office building, will be con- 
ducted by Dr. Henry Wireman Cook, vice- 
president. The remainder of the morning and 
afternoon sessions will be devoted to discussion 
of timely topics of interest to the field force 
by various attending agents. The larger part 
of the second day’s session will be devoted to 
Dr. C. J. Rockwell, director of the Life Insur- 
ance School of the University of Pittsburgh, 
who will conduct a life insurance clinic. 

The Northwestern National in the past five 
years has had a phenomenal growth. The com- 
pany was organized in 1885 and passed the first 
hundred million mark of insurance in force in 
1920. The two hundred million milestone was 
reached in 1925. 
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Peoples 
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Insurance 
Company 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 


Indiana 


Surplus Protection to 
Policyholders 


$40,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
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A few top notch contracts to Insurance 
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ability. Address the Company. 











ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 

A. E. JOHNSON, Asst. to Pres. 

CHICAGO NATIONAL 

LIFE INSURANCE CO. 
202 So. State St. Suite 314-324 


Chicago, Illinois 
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Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 
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Manhattan Life 


Insurance Co. 
of New York 
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Letters of a Would-Be 


Life Insurance Agent to His Girl 


By H. L. Jones 





The “hero” of these letters is of a type 
that is fast becoming obsolete, there be- 
ing no room for such as he is in a busi- 
ness which now requires undoubted gifts 
of personality, ability and general knowl- 
edge. The accompanying letter is the 
sixteenth of a series which brings out 
in a novel manner the mistakes an agent 
can make. Companies or general agents 
that are interested are invited to write to 
the editor and if sufficient interest is 
shown they will be issued in booklet 
form.—Entror’s Note. 

















My Darling Gladys: 

I am dating this letter as it seems to be 
special and I don’t quite know whether I’m 
standing up or on my head. To begin. 

I was sitting in the office wondering where 
my next prospect would come from, and when 
he came if he would be of any use. When all 
at once the manager swings along at a rapid 
pace and when he sees me he says, I want you. 
Come on in. 

So I went. He was smoking. Cigar. Then 
he opened his drawer and through me one. No 
thanks I said, I’ve got to keep my brain clear. 
That’s quite a good idea he said. But just 
for once let it get foggy. With that I lit it up 
and found it a beauty. 

Well, he said, I’m afriad we’ve got to part. 
There may be something better for you than 
insurance, and so far as I can see, it couldn’t 
be much worse for you. No I said, but that’s 
the fault of the people who won't. You can’t 
say they won’t when they do it for other 
people, he said. What you should say is they 
won’t do it for you. Look at the people I 
have got for the company that turned you 
down. And other men here are the same. The 
fault isn’t the company, nor insurance. It 
must be you. 

It may be me, I said. I’ve made cold can- 
vass and hot canvass. In fact, I says, I’ve 
gone up and down the thermometer. I worked 
for your berthday, I said, and I’ve told people 
how they had to die to no purpose. I also 
took the coarse, which only made it worse. 

He then turned off and asked about you. 
What was you like and if I had a photo and 
did I intend to marry. And I said you looked 
like a spinister to me the way things were go- 
ing and hint going to fire me and all. 

He asked me did I know lawyer Barnacle 
and I told him I canvast him once. Cold. 
Well, he said I’m sorry you’re going because 
the boys think a lot of you, but it seems it 
can’t be helped. To tell you the truth, we 
both made a big mistake. I thought you 
were diferent from what you are. Not that 
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you aren’t O. K. he says, but not for ingyr. 
ance. 

Insurance, he said, isn’t what it used to be 
and to-day it requires trained men. You'ye 
heard of person-ality, he says, and I replied, 
I’ve heard of nothing else for the last month, 
That’s one of the things you must have he 
said. But there’s other ailments. You've got 
to be up-to-date on most things, such as stocks 
and law and strong on system. Perhaps yoy 
started too late. More than anything yoy 
must have a passion for writing business and 
finding protection. I’ve had lots of passion, [ 
said, but because I couldn’t write the busj- 
ness. You should have seen my passion I told 
him, when that last one only gave me $5 on 
account. And owes me the rest. You had 
your passion in the wrong place, the manager 
said. But it’s no good argyouing over it, for 
we would never agree on a business that [ 
think is the best in the world. 

Did your girl Gladys have an uncle he said? 
Ain’t he smart, eh Gladys? Yes, I said, but 
he’s dead and I only heard of him when he 
wasn’t no good for a risk. He thinks a lot 
of your girl from what I can hear, he said, 
and you're a fairly lucky fello. I don’t think 
you'll have to worry about work no more. 

He stood up and shook hands with me and 
opened his door. In came that lawyer I told 
you of. The manager introduced me and the 
lawyer said, we’ve met before but on a difer- 
ent business than this. He asked me lots of 
questions which he said was necessary to prove 
who I was. When he was sure I was, he told 
me your uncle had left us all his money pro- 
vided we got married. 

A funny feeling came over me at that but 
the manager was there with some cold water. 
He don’t miss much, eh Gladys? The man- 
ager looked pleased over it and more so when 
he found out that fifty thousand of your uncle's 
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will was through insurance on policies taken 
yeres ago. 

Why didn’t you tell me all this, Gladys? 

To finish it, we all shook hands again, and 
the manager said, I suppose you are going to 
marry. I said if you, Gladys, was thinking 
like I was, it was a certainty. Well, he said, 
you'll want some insurance to start with, so 
you had better have $20,000 to begin and I 
can fix you up later for more. 

What’s your girl’s name as she will be your 
future wife and benefishiary. So I told him. 
And he said, sign here. If you don’t marry 
I'll give you this back and you neednt pay 
me nothing. Which was fair enough. I am 
through with insurance with this. 

I wonder if this is true, but it seems funny 
you heard nothing. Hope you're not listening 
to any rubbish from Wendelsohn. Nor your 
father’s talk. You have no need to take all 
that if you’re an heiress. Jointly with me. 
Will be home to see you in a week. The man- 
ager loaned me $35. With love. 

Your fiansea, 
HENRY. 


P. S—I was just making some parcels of 
my papers when your letter came s2ying every- 
thing was true. As arranged. I would come 
at once, only the landlady has been a bit snippy 
and as I paid her up till next Saturday, I will 
stay and leave by the Saturday ten p. m. train. 
And arrive Sunday morning. Ep. 
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Wives’ Insurance 

Wives’ insurance is wise insurance is the 
slogan originated by E. J. Berlet as the motive 
force behind the August drive for business by 
the Philadelphia agency of the Guardian Life. 

The company just closed its club year on 
July 31 and General Agent Berlet believes his 
unique campaign will stimulate what might be 
an otherwise quiet month into a real start for 
his agents for Leaders’ Club qualifications for 
the new fiscal year. 

Some of his “go-getter” epigrams in a 
special bulletin issued to his associates are: 

To be successful in selling wives insurance 
you must naturally first have a policy on your 
own wife. 

Many a good man did not have the money 
to meet even the expense of an ordinary burial 
when the wife passed on. You owe it to your 
policyholders and friends, etc., etc., to save 
them from a similar dilemma. Sell wives in- 
surance. 

Frequently after the death of a wife added 
expense falls on the husband in the form of 
having to engage someone to look after the 
children. Sell wives insurance. 

The average personal bank balance is less 
than $100. The average funeral and last ill- 
ness expense is $1000. Sel? the wife the idea 
of protecting the husband against the expense 
of her going. Let that which creates the ex- 
pense pay the bill. 

A policy on the wife of a policyholder ties 
the client still closer to the agent. Client be- 
comes clients. 


The Prosperous Agent 


The ambitious insurance salesman knows 
that knowledge is power and that his mraterial 
prosperity will increase as his mental equip- 
ment is enlarged. 

And nothing will add more to his resources 
in this direction than the little hook by Wil- 
liam Alexander, entitled The Prosperous Agent 
(The Spectator Company, $1.50). 

This book gives a list of all the mental char- 
acteristics of the successful salesman and 
shows him how each one can be of enormous 
value to him if he learns how to utilize it 
shrewdly in his effort to influence the minds 
of other men. 

The old and experienced life underwriter 
will find much in this book that will increase 
his efficiency. The youthful solicitor cannot 
afford to be without it. 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,750,000. In- 
surance in force $115,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 


territory write today. 


AGENCY DEPARTMENT 











Tendencies in Sales Organization 


The third of the interesting series of leaflets 
upon Management Methods issued by the Group 
Insurance Division of the Metropolitan Life 
Insurance Company, New York, is entitled 
“Tendencies in Sales Organization.” This 
leaflet considers the subjects of sales promo- 
tion; sales research, statistical departments and 
sales training, and presents an _ interesting 
chart showing the general plans followed by 
such important organizations as the Elliot- 
Fisher Company, the American Radiator, Bur- 
roughs Adding Machine Company and the C. 
Fuller Brush Company, in disseminating in- 
formation and providing for proper co-opera- 
tion throughout their organizations in order to 
best promote sales. Any sizable business con- 
cern will undoubtedly be interested in perusing 
this booklet, which may be obtained from the 
Metropolitan Life Insurance Company. 








EDMUND P. MELSON, President 


SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


The Company now 


P. M. HARPER, Vice President 
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Notes on Sturm’s Sales Methods 
(Concluded from page 33) 


capital on and what he is devoting his labor 
and his intelligence to. 

14. Ask him if he does not insure his cap- 
ital account up to full value although it only 
counts 20 per cent in the total output, while 
he and his ability count 80 per cent and is not 
protected at all. 

15. Say nothing that will reflect in any way 
on their ability, or their intelligence. 

16. Quote what other people think and have 
said; it goes better than when it comes from 
you. 

17. Never say anything which your pros- 
pect can dispute. 

18. Call a man by his first name on the sec- 
ond visit if you have a sense of equality and 
ease with your prospect, which is an impor- 
tant asset. 

19. Don’t make yourself a bore by going 
back after the second interview, for you are 
done. 

20. If your prospect suggests that you see 
him at another time, make him write your 
name on his calendar and then tell him you 
will be there at that time. 

21. The better your name is known, the 
easier is your approach. 

22. Use income options and that sort of 
thing only as closers. 

23. If your prospect asks about arranging 
programs and income settlements, tell him that 
the people in the office do that for you, that 
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INSURANCE EDUCATIONAL SECTION 


your object is to bring him thoughts which he 
needs. 

24. Talk differently than other insurance 
men if you want to get a proper hearing and 
reaction. 

25. Tell him that whatever he is willing to 
pay as the purchase price for future time is 
the value of what you offer.—The Pelican. 


mee 


What Educators Think of “Income 
Insurance” 

Opinions favorable to Income Insurance for 
Family Protection, William Alexander’s latest 
book for life insurance agents, recently pub- 
lished by The Spectator Company, continue 
to be received. Two from men teaching or 
lecturing upon life insurance are presented 
below, one writer being located in the West 
and one in the East: 


I have just finished reading Income Insur- 
ance. The book is quite up to your usual high 
standard of: excellence. I am _ particularly 
pleased with the contradistinction you make 
between trust estates and income insurance. I 
have long been of the opinion that the latter 
is better if the estate is a small or medium- 
sized one, and I am not quite certain that I do 
not prefer income insurance to trusteed estates 
in all cases. 

Your book contains valuable educational ma- 
terial which has never been brought together 
between the covers of one book, and personally 
I think your presentation is superior to other 
books I have read dealing with the same sub- 
ject—William Thornton, Richmond, Va. 


I thank you sincerely for the copy of your 


latest book, Income Insurance. I shall read it 
with pleasure and profit, I know. It is mogt 
gratifying to me to find the agents in my 
classes—both new and old men—respond 
heartily to the life income idea. I predicate 
the entire course of instruction on an income 
to supply the needs of the family and trade— 
that before we get into the subject of policies 
at all. In calling the roll each day and ask. 
ing for reports on business written I ask dif. 
ferent ones whaat the insurance was for and 
what settlement they arranged on the policies, 

In my personal solicitation for business | 
find income the easiest idea to sell and, in the 
final analysis, the plan the prospect likes to 
provide—G. B. Van Arsdall, Decatur, Ill. 

May I take this opportunity of informing 
you that I have read your latest book in Ip. 
come Insurance and that, in my opinion, this 
will do more to further the sale of life income 
insurance after it has been circulated through 
the various agencies than any other single 
document I have seen?—Mervin L. Lane, New 
York. 


Union Life of Chicago Starts 


The Union Life Insurance Company, of 
Chicago, has been licensed in Illinois and will 
begin business at once. It is organized under 
the assessment law but will write business on 
the 3% per cent American Experience Table. 
Term business only will be accepted. 

The company is headed by A. J. Hereford, 
who is a son of A. L. Hereford, president of 
the Springfield Life, of Springfield, Ill. Other 
officers are: C. R. St. John, vice-president, 
and T. H. Pettybridge, treasurer. Ekern & 
Myers are general attorneys. 
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In 1924 The Guardian’s Prospect Bureau 
yielded an average profit to fieldmen of 
600% in commissions over their invest- 
ment. In some sections it ran as high 
as 3000%. 

It is easy to see how the Prospect Bureau 
can be the basis of success. It shortens 
the selling process. It furnishes ‘‘live”’ 
leads in adequate number. It eliminates 
much ‘‘cold’’ canvass. 

The Prospect Bureau is one reason why 
a good many of the better producers are 
casting their lot with us. One new 
comer, a general agent, brought with 
him an agency organization of nearly 
three hundred men. 

Let us tell you the whole story of what 
The Guardian is doing to better the field- 
man’s success. 


T. LOUIS HANSEN, Vice President 
THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE NEW YORK 











CENTRAL 


HERBERT M. WOOLLEN 
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INDIANAPOLIS 








Established 1899 
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A Real Agents’ Convention 


Have you ever attended a so-called Agents’ Con- 
vention where you were gagged, blindfolded, and 
hobbled, the object being to prevent your finding out 
what contract the other fellow has, to afford the 
opportunity to shoot general agency dope into you? 
If you have, this Convention will be a revelation. 


An Entirely Different Convention 
of the Agents, by the Agents, for the Agents 


On August 19th, 20th, and 2lst the agents of the 
Columbus Mutual Life Insurance Company will 
meet at the Book-Cadillac Hotel at Detroit to discuss 
freely and frankly problems of general interest with 
particular reference to the fundamental, revolutionary 
principles embodied in the Golden Rule Agency 
Contract. 

Direct Home Office Contracts, Vested Renewals, 
Unrestricted ‘Territory, Uniform Contracts, Auto- 
matic Promotion, and the protection of the agent in 
his rights. 

Address by two speakers of national reputation! 
Good music! Visitors welcome! 


The Columbus Mutual Life Insurance Co. 


580 E. Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 








The Three Best Sellers in Life Insurance 


Graphically Portrayed 


A Group of Graphic Folders Strongly Emphasizing 
The Main Services Performed by Life Insurance 


I. TAKING HIS PLACE 


A folder graphically demonstrating the use of Life 
Insurance in general. 


° II. ANTICIPATION 
A folder illustrating the results of Long Term En- 
dowment Insurance, and the sustaining benefit of a 
Monthly Income Policy. 


III. GUARANTEEING HIS EDUCATION 
A folder graphically demonstrating the value of 
Child’s Educational Endowment insurance. 
The policies of protection involved represent the 


THREE BEST SELLERS IN LIFE INSURANCE 
and are thus illustrated by Three Four-page Folders, 
each of them teaching a separate lesson, indicating 
the value of Life Insurance on special grounds. 

The leaflets, above mentioned, as a series, are 
valuable for companies and general agents to place 
in the hands of their agents as three serial canvassing 
documents, but may be circulated separately. 


These three graphic folders are now in press. Write 
for prices. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Operating in 
frows— Twenty-Two 
States 
Alabama 
The territory directly served by the poet 
Home Office at Des Moines is one of California 
the largest and most progressive sec- jonni 
tions of rural America, whose per Idaho 
capita wealth is $4,274.00 and general Illinois 
conditions most favorable. In this — 
state are wonderful sales opportu- Kansas 
nities for enterprising salesmen who Kentucky 
wish to increase their earning ability | em 
and can easily do so with the National Nebraska 
Life’s popular form of low cost policies, ao 
which enable them to sell more in- sn ol 
surance to more people. So. Dakota 
‘ Texas 
Write for further particulars. Washington 
HI Wyoming 
N ti e e tion 
ational Life Associati 
Des Moines, Iowa Top Contracts 
Available 




















= THERE IS ONLY ONE NATIONAL LIFE ASSOCIATION —-————— 

















Field Annuals 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 


THE INSURANCE FIELD COMPANY 


Incorporated 


LOUISVILLE, KY. 


P. 0. BOX 617 
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OUT IN INDIANA YOU may be the fellow we want. 


The state of history, a leading commonwealth in agriculture WE may be the Company you want, 


! 
edd sont iz lonuees takemaretly, TH wT LOUISIANA STATE LIFE INSURANCE Co. 


ERN RESERVE LIFE INSURANCE COMPANY of Muncie, 


Indiana, has just closed a MILLION DOLLAR deal a one of HOME OFFICE SHREVEPORT, LA. 
the largest manufacturing enterprises in the west. e com- 
pany is making satisfactory progress and can use capable men J.C. EVERETT, Mer. J. E. LEEPER, Megr., 
in its organization under advantageous contracts. Address 317 Wilson Bldg. P. O. Box 1077, 
communications to either— Dallas, Texas Little Rock, Ark. 
Gaylord Davidson, Agency Manager, : . 
John W. Dragoo, ‘Secretary, Will —" hae Pci 
J. H. Leffler, President. tory if justifiable. 


























THE WOMAN’S BENEFIT ASSOCIATION = 
OF THE MACCABEES HOME LIFE 


ORGANIZED OCTOBER 1, 1892 Insurance Company of New York 
LargestFraternal Benefit Society in the World Composed Exclusively of Women 


The Rates are Adequate ETHELBERT IDE LOW, President 


Total Membership is over 268,000 =~ 65th Anenat Sen or ania 
e miums receive uring © VCAF 1USE. wee cer ccc ccccccce 
The Reserve Fund is er $19,000,000 Paymeuts to Policyholders and their Beneficiaries in Death situa 
Its Business Standing is of the Best ¥ 2 Claims, Endowments, Dividends, etc..............2.005 6,321,524 
Gives Safe Protection to Women and the Children of its Members Increase in Assets... - 1.2 ..2. sess. ceses cease seen cence 2,801,996 
Health Service at W. B. A. Health Centers : Actual Mortality 62.4% of the amount expected. 
ee ° ° b PRIMUURHC! ANGIE: 6: 55.0.6: 5°s 10) s0: aisles ais orbs spice Fig) oheUatere Lewis el 260,530,414 
seed — — 8 — Members Fo 2 RE ASAD ALES PCIE HEC ENR ev G HAD 51,457,218 
ummer amps an ubs for ris os 
Has Junior Rose Courts and Cradle Roll for Infants For Agency Apply to 


Its Reviews are Social and Welfare Centers GEORGE W. MURRAY, Supt. of Agents 














Write for Information to 256 BROADWAY NEW YORK 
MISS BINA M. WEST MISS FRANCES D. PARTRIDGE, 
Supreme Commander, Port Huron, Michigan Supreme Record Keeper, Port Huron, Michigan 












































The Home Life Insurance Company of America 
G E ORG E AS H IN G Z ON LI F E satiiain ae FAMILY 
INSURANCE COMPANY This Company issues all modern forms of policy contracts from BIRTH 
Charleston, W. Va. to 60 years next birthday. 
3 s “ INDUSTRIAL POLICIES are m FULL IMMEDIATE BENEFIT f 
Harrison B. Smith, President date of issue and are up-to-date in every respect. — 
. : ; : : ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
presents opportunity for liberal contracts covering definite TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
territory with Home Office registry and with power of ap- INDEMNITY FEATURES, and are guaranteed by State Endorsement. 
pointment of sub-agents. A Home Life policy brings peace of 
The S f West Virginia, Virginia, Ohio, Kentucky, Ten- i aidan gig inet tangy © 
ie States ot West Virgina, Virgina, ude 48 Basil S. Walsh, President P. J. Cunningham, Vice-President 
nessee, South Carolina, North Carolina, Georgia, Michigan, Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Oklahoma and Washington. Dr. E. Bryan Kyle, Medical Director 
: . Independence Square Philadelphia, Pa. 
Address ERNEST C. MILAIR, Vice President and Sec’y 
SOUTHERN LIFE AND HEALTH INS. CO. Full Home Office co-operation enables our agents to 
succeed. 
66 3 Desirable territory open to men of ability. 
Oldest and Best’ ASSETS OVER SEVEN MILLIONS 
Has openings for good debit men and business INSURANCE IN peng OVER FIFTY-FIVE MILLIONS 
producers. The Capitol Life Insurance Company 
P. O. BOX 884 BIRMINGHAM, ALA. CLARENCE J. DALY, President. DENVER, COLORADO 
LOUIS W. MACK, President GEO. H. SCOTT, General Agent JOHN D. MARTIN, Secretary 
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FIRE AND MARINE AMERICAN GENERAL HOME OFFICE BUILDING AN AMERICAN COMPANY 
INSURANCE 326 NORTH MICHIGAN BOULEVARD FOR 
AND ALL ALLIED LINES C. A. FARWELL, Managing Underwriter AMERICAN PEOPLE 
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Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, 1st Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 


INSURANCE MEN 


General Agents, Solicitors, Auditors, 
Inspectors or Adjusters are 


ELIGIBLE 
TO THE 








lowa State Traveling Men’s Association 


“Oldest and Best” 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November 1, 1925, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 























W. A. JOHNSON, Pres. 


Missouri Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $150,000.00 


Admitted Assets December 31, 1922 $571,985.00 


J. A. WALKER, Sec’y and Treas. 











THE PEOPLES LIFE INSURANCE C0. 


of Illinois 


A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


Home Office Peoples Life Bldg. 
Chicago 
SEYMOUR STEDMAN, Pres. 
R. P. SHEPHERD, Ph. D., Educational Director 





Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 ° 





Pennsylvania 


1865 SIXTY YEARS OLD 1925 


Provident agents in their approach have 
the advantage of the national advertising of 
the Company which is striking and original, 
and also of a Direct Mail Campaign. 
































FUREKA MARYLAND ASSURANCE CORP. 


BALTIMORE, MARYLAND 


incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 

















A Progressive SURETY and CASUALTY Company 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 





Zo 


SUPERVISOR 


An Eastern Life Insurance Company 
is desirous of obtaining a few ex- 
perienced Life Insurance producers 
who are ambitious to become Super- 
visors for the following territories: 


Eastern Pennsylvania Maryland 
District of Columbia Delaware 
Tennessee Kentucky 
Indiana Michigan 


West Virginia 


Age 30 to 45 preferred. 


All correspondence strictly confi- 
dential. 


Address Supervisor 


Care of THE SPECTATOR 


























AUTOMOBILE INSURANCE 


By AMBROSE RYDER 
A NEW, COMPLETE, STANDARD TREATISE 


Ideal. for Agents, Brokers, Adjusters and Underwriters. 
A Handy Reference Book for all Fields of Automobile 
Insurance. 


Covering this unique and ideally cerranged book The Eastern 
Underwriter says it is ‘‘Written in his best and cleverest vein 
by one of the country’s leading experts on the subject.” 

This excellent reference and text-book has been written in 
non-technical language, to fill a long-felt need for some standard 
work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 
* THERE ARE MORE THAN 20 DIFFERENT KINDS OF 
AUTOMOBILE INSURANCE PROTECTION? 


These and many other matters are carefully explained in 


AUTOMOBILE INSURANCE 


A separate chapter is devoted to SALES METHODS in use 
by successful agents and brokers in various parts of the country. 

A prominent claims man has said: “I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems than I was able to gather 
during many years of practical claims experience.” 

It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance. 


LEND THEM A HELPING HAND! 
Price per copy, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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New 1925 Edition Issued 


NEW YORK INSURANCE LAW 


Annotated 
By WILLIAM EDWARD BALDWIN 
Editor, New York Banking Law, Baldwin’s Statute Service, Ete. 





This new edition of the New York Insurance Law contains 


| all. amendments to January, 1926, with annotations from 


Decisions of the Courts to March, 1925, Rulings of the 
Attorney General, and an Appendix containing 


Miscellaneous Laws Relating to Insurance 
and 


A Summary of the Requirements Relating 
to Fees and Taxes Payable by Insurance 
Companies of New York and Other States 


This is the first printing of the complete 
Insurance Law of New York, since 1922 


| Every one requiring knowledge of the New York Insurance Law 


should possess this new and complete book 
Over 450 pages; flexible fabrikoid binding; gilt stamped 
Price $7.50 


The publishers of the 1925 edition of NEW YORK INSURANCE LAW were formerly 


the publishers and own the copyright of Parker’s Insurance Law of New York, a com- 
plete edition of which has not been printed since the year 1922. NEW YORK INSUR- 
ANCE LAW, therefore, takes the place of the former Parker’s Insurance Law of New York 


THE SPECTATOR COMPANY 
NEW YORK 
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